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Fire Association 


Plans Increase in 
Capital and Surplus 


Proposal, If Approved, Will Dou- 
ble Present Outstanding 340,000 
Shares of Company 


HATCH ANNOUNCES DETAILS 


' President Says Offering Price May 


/ meeting of stockholders 


Be $22.50 a Share; Expected 
Dividend Outlined 


Kenneth B. Hatch, president, 
Association of Philadelphia, announces 
that the directors have called a special 
for January 
14 to act on a proposal to increase the 


Fire 


capital of the company. 


Stockholders will be asked to ap- 
prove an increase in the authorized 
capital stock from the present 360,000 
shares of $10 par value to 800,000 shares 
of $10 par value. At present there are 
340,000 shares of stock outstanding. 
Upon approval of this increase and sub- 
ject to registration under the Securities 
Act of 1933, it is the intention of the 
company promptly to offer 340,000 
shares to stockholders for subscription. 

This offer will be made at the rate 
of one new share for each share out- 
standing. The actual subscription price 
will be determined at the time of the 


_ stockholders meeting, but it is presently 


intended that the subscription price will 
be $22.50 per share. Unsubscribed 
shares will be sold at public or private 
sale. As a result of this offering, the 
capital and surplus of the company will 
be increased by approximately $7,500,- 
000. 


Expected Dividend 


It is anticipated, subject to earnings 
and other factors affecting dividend 
policy, that a dividend on the increased 
total number of outstanding shares will 
be declared for the first quarter of 1954 
in the amount of 52%¢ per share— 
equivalent to an annual rate of $2.10 
per share. Thus, a stockholder present- 
ly owning one share who subscribes for 
one new share at the proposed price 
of $22.50, would hold two shares, on 
which the aggregate annual dividend 
would be $4.20 as compared with the 


- current rate of $3.00 on the one share 
> now held. 


It is not contemplated that the offer- 


a ing will be underwritten but the com- 


q Fire Dept. 


pany has retained The First Boston 


(Continued on Page 27) 
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Announce" 


another attractive addition to 


GUARDIAN’S quality line of 
LIFE POLICIES 


The Junior Guardian 


Issue Ages 0-14 
Premiums payable to age 65 


Each unit of $1,000 increases to $5,000 at age 
21—with no increase in premium. 


Get full information from 
your nearest GUARDIAN Office. 


LIFE-ACCIDENT AND HEALTH 


A GUARDIAN 2 LK. wee Gopery OF AMERICA 


FIFTY UNION SQUARE NEW YORK 3, WN. Y. 


OVER A BILLION DOLLARS INSURANCE IN FORCE 
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Solvent Insurer, 
Wrongly Motivated, 
Can Be Liquidated 


N. Y. Dept. Interprets Highest 
Court Decision on Fraternal 
Aiding Communists 


COMMENTS BY AL C. BENNETT 

Aftermath of Litigation Against 

International Workers Order, Inc. ; 
Departmental Review 


Alfred C. 
attorney 


special counsel and 
the Liquidation Bureau, 
New York State Insurance Department, 
said this week that the forced dissolution 
of the International Workers Order, Inc., 
recently: upheld by the Supreme Court 
of the United States, that 
“an insurer whose im- 
proper” 


Jennett, 
for 


established 
objectives are 
may be liquidated even when it 
is in a sound financial condition. 

interpreting the decision 
Special Counsel Bennett observed that 
the courts had found the fraternal insur- 
ance activities of the 
Workers Order, Inc., an excuse for its 
fundamental 


Further, in 


International 


aim which he identified as 
“aid to the Communist party.” 
Mr. Bennett: 

“According to the court’s decision, 
political 


Continued 


this 


motivation established a_ real 


financial hazard, even though the 1WO 
had sufficient reserves and cash to meet 
Hitherto, 


ance Department had sought dissolution 


legal requirements. the Insur- 


of insurers only when their financial 


condition was unsound.” 
How Litigation Started 
Mr. 


a lecture on the Department's Liquida- 
Bureau the 
course for junior and assistant insurance 
examiners of the State of New York. 

The litigation about International 
Workers Order started on December 18, 
1950, when Superintendent Bohlinger ap- 
plied to the Supreme Court, New York 
County, for an order to show cause why 
he should not liquidate and dissolve the 
Order which is a licensed fraternal bene- 
fit society. This was on the grounds that 
the Order had been found to be in such 
condition that its further transaction of 
business would be hazardous to its pol- 
icyholders, its credits and the public; 
and that it had wilfully violated its 
charter and various laws of the state 

The case was heard before Justice 
Henry Clay Greenberg, New York Su- 
preme Court, over a period of almost 
11 weeks. In this court the Superin- 
tendent contended that the Order, even 
though concededly in a sound financial 
condition, should be liquidated for these 
reasons: 

Its political control, objectives and 
operations created a financial hazard, 
real and potential, within the meaning 


Bennett's statement was made in 


tion delivered in training 


(Continued on Page 8) 



























One of the Greatest 
Investments in History 


The Louisiana Purchase, made by the United 
States in December 1803, a scant 16 years after the 
framing of the Constitution in Independence Hall, 
has proved one of the wisest and most profitable 
investments in history. Covering 13 states from 
Canada to the Gulf, this territory was bought from 
France for 23 million dollars. In a single year, 
the value of farm crops alone from this territory 
totals more than 200 times the entire purchase 
price. In one stroke, a young nation had bought 
future power, prestige and national security. 

































Your Greatest Investment... 




















an Independence Plan 


for Your Child This Christmas 


Just as the Louisiana Purchase insured the economic welfare 
of a young country for years to come, so a Penn Mutual 
Independence Plan for your child could be one of your 
greatest investments for his future welfare. 


A surprisingly small initial cost on your part will start him 

on the road to financial independence. For as little as $10 

a month, you can establish a $10,000 estate for him through 

& an insurance program that-ednbe useful in many ways 
; throughout his lifetime. 


Callin your Penn Mutual Underwriter today and let him ex- 
plain how an Independence Plan for your child can become 
his greatest asset next to his American heritage—a practi- 
cal Christmas gift that grows in value through the years. 





THe PENN MuTUAL Lire INSURANCE COMPANY ¢ INDEPENDENCE SQUARE, PHILADELPHIA 











PENN MutuAt Business Is SOLD ONLY BY PENN MuTUAL CAREER UNDERWRITERS 
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Moorhead Reports Comp. Survey; 


Federal Tax Situation Affecting 


Some Cos. Paying More UnderSec.213 Life Insurance Discussed By R.L. Hogg 


| 
: Many life insurance companies, both increased general agents’ first year com- During his discussion on matters in 
large and small, have already made con- pensation beyond the former 55% maxi- Washington of interest to the insurance 
bs abla abl of. the mbar teanl waeeinn 4” Mr. Moorhead pointed out that : , ; Dida Gceas 
i - ef si . this does not necessarily mean that to- ‘Taternity and at the Federal level, 
i in agent compensation was the conclu- ta] amounts paid to general agents were Robert L. Hogg, executive vice presi- 


decreases in expense allowance formulas 


sentation of a special study by the com- : 
: or increases to soliciting agents leaving 


pensation committee of the Life Insur- 


He spoke at annual meeting in Chicago have introduced training allowance plans 
LIAMA. for new agents. Some of these are modi- 


fications of existing plans rather than 
Mr. Moorhead reported on a survey 


state to determine what these companies they have made use of the amendment 


have done with the 1953 amendments permitting ypowesescg hoger sag to 
ear r ef Woe s during their firs 

: to Section 213. The survey covered 37 new general agent ee tie - 
; : 25 of whict = , tl five years. 
f companies, 2) of which operate on the 
; I , , . I : Schedule Q 
j general agency basis, 12 with branch of- 

fices. Mr. Moorhead pointed out that under 


every one of these amendments, compa- 


Explaining how the new law affected to do under their over-all agency ex- 


established agents Mr. Moorhead said 
law raised each company’s limit by 7% 


augment security benefits. The report for a company to do everything it might 


What Companies Have Done nies can do only what they can afford things, 


consideration 


sion of E. J. Moorhead, associate actuary increased, because these changes may dent, American Life Convention, told the 
with New England Mutual, in his pre- have béen accompanied by corresponding Cite Dicertsice Amanes Mannaament As- 
sociation that many are apt to think 
the overriding margin unchanged.” terms of a few big things rather than 
ance Agency Management Association. The speaker said seven companies the multitudinous small things. 

“Yet 
require just as careful attention to and 
: epee Z new financing procedures. probably more time for these small items 
among companies operating in New York Six general agency companies reported than to some one item hie tn sine” 


Taxation of Annuity Income 


As an example, he said that during the 
past few months, ALC, LIAA and NALU 
have intensified their efforts to obtain 
a series of desirable amendments of the 
Internal Revenue Code. Among other 
there is the present illogical 
method of taxing annuity income. Con- 
pense limits in Schedule Q. The new tinuing he said : 
: : “To say as the present law does that 
it permitted an increase in compensation of first premiums, a margin which, Se that portion of annual payments to an 
reserved in major part to provide or Moorhead said, “might not provide room annuitant equal to 3% of the original 
i shall be considered taxable 


showed that 10 companies have increased like to do under all the four categories.” income and the balance return of prin- 


i compensation to the soliciting agent be- The speaker concluded: “You'll agree cipal has long been under attack. As this 
I yond the limits of the old law and eight that in the seven short months since group particularly knows, this formula 
others have increases not going beyond Governor Dewey signed the 1953 amend- produces a gross overstatement of in- 
H former limits. ments, they have already affected agency come because the company itself can 


Nine general agency companies have compensation to an important degree.” barely earn 3% on its investment. 


, the best interests of our business 











Sitting 1 to r: Steele C. Mackenzie, Charles H. Heyl, Richard E. Pille (president), Stanton G. Hale, Harry P. Anderson. 
Standing | to r: Frank Vesser, John Sayler, Grant Hill, Edwin Phillips, A. E. Wall, 


(Missing from picture: Robert Denny.) 


New Board of Directors of Life Insurance Agency Management Association 





W. J. Williams, R. R. Davenport. 


further fallacy is the assumption that 
the full amount of the original consid- 
eration remains at interest in the hands 
of the company during the entire life 
time of the annuitant. In the field of 
pension and profit sharing plans under 
Sections 165 and 23(p), attention has 
been directed to six specific items which 
need to be corrected 

‘Among these is the extension of capi- 
tal gain treatment to sums paid under 
qualified pension plans to employes upon 
separation from service. Under trusteed 
plans, upon separation of an employe 
from the service, the excess of the 
amount paid on termination over the 
amount of contributions is treated as a 
capital gain. On the other hand, the 
excess under a non-trusteed or profit 
sharing plan is treated as current in- 
come. This discriminatory treatment 
states its own case. Further, Section 165 
of the Internal Revenue Code treats on 
the basis of capital gain, a distribution 
made on account of an employe’s sepa 
ration from service but does not accord 
similar treatment when death is the 
basis of separation and a beneficiary re 
ceives a lump sum benefit. Nor does it 
apply where a pension plan is terminated 
by the employer and the employe re 
ceives a total distribution within one 
year.” 

Discrimination in Investment Income 

Taxation 


Mr. Hogg thought there is discrimi 
natory taxation of investment income 
under insured pension plans. As an ex 
ample he cited that under an insured 
pension plan, the insurer is subject to 
the payment of a premium tax and the 
gross consideration it receives. Upon 
the investment of the consideration, a 
Federal tax is also exacted on the pro 
ceeds of such investment. 

‘A non-insured plan is not burdened 
in this wav,” the speaker said “Inequity 
exists with reference to the purchase 
of life insurance for profit-sharing plans 
for pension purposes as compared with 
other types of property. Inequity exists 
in the investment in group annuities 
under profit-sharing plans. 

“There is discrimination in valuing an- 
nuities for estate and gift taxation. We 
have an unsatisfactory situation witl 
reference to the income tax treatment 
of transfers of life insurance policies for 
a valuable consideration. Again in the 
field of income taxation, we have a new- 
comer in the recent position taken by 
the Internal Revenue Service that the 
doctrine of constructive receipt should 
apply to life insurance policy transac- 
tions. This is somewhat new but a real 
threat. In effect it means that if, upon 
the maturity of a policy, instead of the 
receipt of cash, another contract is is 
sued to the original policyholder, the 
value of the substituted policy is to be 
treated as income upon the theory that 
it is a constructive receipt of taxable in- 
come. I need not labor the point with 
this group that the applicé ation of the 
constructive receipt theory to transac- 
tions involving policies of life insurance 
is of tremendous importance and can go 
a long ways towards striking down the 
desirability of the use of insurance con- 
tracts in many situations. We are con 
tinuing to advocate the elimination of 
the premium payment test for estate tax 
purposes és 


Insurance on Defense Installations 


Another development, not in the legis- 
lative field, is that relating to the sale 
of insurance on defense installations 

Several months ago the Defense De 
partment took positive action in more 
fully regulating the solicitation of com- 
mercial life insurance on military posts. 
The Defense Department established a 
new policy which limits the right of 

(Continued on Page 4) 
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Pille LIAMA President 





PILLE 


RICHARD E. 


Directors of the Life Insurance 


Agency Management Association last 
week elected Richard E. Pille, vice presi- 
dent in charge of agencies with Mutual 
Benefit Life of Newark, president of 
that organization which has 243 member 
companies throughout the United States 
and Canada. Mr. Pille was meee ry 
by the outgoing president, Grant Hill, 
during the closing session of L IAM. \’s 
eighth annual meeting in Chicago, at- 
tended by 800 agency department execu- 
tives. 

Mr. Pille joined Mutual Benefit in 1947 
as associate superintendent of agencies 
was advanced to director of agencies in 
1948 and the following year was named 
to his present post 

A graduate of Harvard University, he 
entered the life insurance business with 
the Traveler’s home office in 1930. Five 
years later he became an agent in New 
York with Connecticut Mutual and in 
1945 he was named educational director. 

At the LIAMA general session four 
new members were elected to the board 
of directors for three-year terms. They 
are: Stanton G. Hale, vice president for 
sales, Mutual Life of New York ; Charles 
H. Heyl, agency vice president, Bankers 
Life of Nebraska; Steele C. Mackenzie, 
assistant general manager and_super- 
intendent of agencies, Dominion Life; 
and Frank Vesser, vice president, Gen- 
eral American Life. 

Terms of four board members expired 
with this meeting: Harry S. McCon- 
achie, vice president and superintendent 
of agencies, American Mutual Life; Ray 
FE. Fuller, agency vice president, Equi- 
table Life of Iowa; W. Rankin Furey, 
executive vice president, Berkshire Life; 
and M. K. Kenny, general superintend- 
ent of agencies, Excelsior Life. 


Penn Mutual General Agent 

Vice President and Superintendent of 
\vencies 2 Bobb Slattery has an 
nounced tl appointment of Harold R 


Gaisford as the company’s general agent 
in Salt alee City, Utah, succeeding 
Todd W. Bechtol, who recently has been 


transferred to Wichita. 

Mr. Gaisford, a native of Utah, joined 
the Penn Mutual’s Forrest J. Curry 
agency in February, 1951. Successful as 
a producer in the San Francisco area, he 
was appointed district manager of the 
Oakland office for the Curry agency. 

He served 46 months with the Army 
Oedéance Department, enlisting ae ik 
private and attaining the rank of major 
An active worker for civic and commun 
itv projects, Mr. Gaisford has also par 
ticipated in the affairs of the Churcl 
of Jesus Christ of Latter Day Saint 
He is a member of the. Oakland-East 
Bay Life Underwriters Association, and 
the Leading Life Producers of Northern 
California. 





Equitable Society Passes 
$20 Billion in Force 


The Equitable Society has just passed 
the $20 billion mark of life insurance in 
force, Ray D. Murphy, president of the 
company, announced. 

“The significance of this amount of 
insurance coverage, owned by six mil- 
lion Equitable members, lies in the wide 
area of needs it fulfills,’ Mr. Murphy 
said. He also emphasized the increasing 
“protecting 


number of people who are 


themselves against the burdensome and 
sometimes ruinous cost of serious illness 
through major medical expense insur- 
ance plans recently developed—all within 
the framework of »rivate enterprise.” 

The Equitable, third largest life insur- 
ance company in the world, has paid out, 
since its founding 94 years ago, more 
than $8,500,000,000 to policyholders and 
their beneficiaries nearly $2 billion more 
than the Society’s present asset of 
$6,800,000,C00. 





Jefferson Raises Dividend 

Jefferson Standard has adopted a new 
dividend scale which becomes effective 
on January 1, 1954 and which provides 
for increased dividends on policies issued 
since 1947, announces M. A. White, vice 
president and secretary. 

The company’s sales material is being 
revised to reflect the increased divi- 
dends, and to illustrate the effect of 
payment of 4% interest on dividends left 
with the company to accumulate. Jeffer- 
son Standard has never paid less than 
4% on dividend accumulations and policy 
proceeds left with the company at inter- 
est since the company was founded in 
1907. 

The increased dividend schedule fol- 
lows the company’s recent announcement 
of decreases in premiums on non-par 
policies. 


$55 Million Traffic Toll 


In Life Insurance Claims 
Motor vehicle fatalities accounted for 
28,000 life insurance death claims in the 
first nine months of this year, represent- 
ing $55,000,000 in payments, the Institute 
of Life Insurance says. 

This is 1,000 more claims and $5,000,000 
more in benefits paid than in the cor- 
responding period of 1952. 

Life insurance claims resulting from 
traffic accidents will probably reach the 
40,000 mark, with more than $70,000,000 
involved, by the end of the year, the In- 
stitute estimates. 


R. L. Hogs Talk 


(Continued from Page 3) 


solicitation to those life insurance poli- 
cies issued on the basis of the Com- 
missioner’s Standard Ordinary Mortality 
Table. The life insurance business had 
hoped that the Defense Department 
would adopt regulations requiring solicit- 
ing agents and companies to be licensed 
in the states in which the military post 
was located, but they were unsuccessful 
in having the Defense Department adopt 
this recommendation. The policy which 
was adopted is felt to have been a con- 
structive approach and the life insur- 
ance companies find that it has brought 
about an added amount of protection to 
servicemen without an unnatural restric- 
tion on the activities of companies. In 
all likelihood, after the success of the 
program of regulation has been estab- 
lished, there will be some liberalization 
of the requirements, probably in the 
form of limiting the application of the 
detailed regulation to solicitation as it 
relates to enlisted men of the lower three 
grades. This general problem can now 
be regarded as having been solved, with 
only minor facets of the problem arising 
in the future. 





N. Y. Dep’t Books of 
Lectures to Examiners 


FIRST 2 OF 6 VOLUMES READY 


Volumes Prepared Under Direction of 
Adelbert G. Straub, Jr., Deputy 
Superintendent 


The New York State Department of 
Insurance has published the first two of 
a series of six books bearing the title, 
“Examination of Insurance Companies.” 
The Department believes that this series 
of volumes will fill a long felt need in 
the field of insurance. It makes available 
for the first time an authoritative de- 
scription of the complex operations of 
insurance companies and the manner in 
which compliance with statutory and ad- 
ministrative law and with sound eco- 
nomic and social policy is ascertained by 
the supervisory authority. These books 
are prepared under the direction of 
Deputy Superintendent Adelbert G. 
Straub, Jr.. of the New York Depart- 
ment. 

The Lecturers 


Volume 1, which has an introduction 
by Superintendent Alfred J. Bohlinger, 
consists largely of two sets of lectures, 
the first on the agency of regulation and 
the other on the insurance business it- 
self. Those delivering lectures on regu- 
lation are Deputies George H. Kline, 
A. G. Straub, Jr., Walter F. Brooks and 
Joseph F. Murphy. 

Outside of the Department these in- 
surance men lectured on the following 
topics: aay) = : 

Marine insurance—William D. Winter, chair- 
man of executive committee, Atlantic Mutual 
Insurance Co. 

Fire and Allied Lines—G. W. Tisdale, as- 
sistant secretary Commercial Union Fire of 
New York. 

Life insurance—Alfred R. W. Larkin, mana- 
ger, field training division, Prudential Insurance 
oO. 

Fraternal insurance—Frank E. Gerry, actuary, 
Miles M. Dawson and Son, Inc. 

Casualty insurance—Louis R. 
president, Atlantic Mutual. 

Fidelity and Surety insurance—Luther E. 
Mackall, vice president (retired), National 
Surety Corp. 

Inland Marine insurance—Franklin B. Tuttle, 
chairman of board, Atlantic Mutual. 

Davenport, presi- 


Burbach, vice 


Title insurance—Henry J. 
dent, Home Title Guaranty Co. 

Fundamentals of Accident and Health insur- 
ance—Francis T. Curran, supervisor, Loyalty 
Group Companies. 

Non-profit Hospitalization and Medical Indem- 
nity insurance—Harry Sesan, vice president in 
charge of hospital relations and services, Asso- 
ciated Hospital Service of New York. 

Group insurance, Retirement and Employe 
Welfare Benefit Plans—C. A. Siegfried, associate 
actuary, Metropolitan Life. 

Fire and Allied Lines of Reinsurance: Con- 
cepts of Coverages, Contracts and Clauses— 
Robert G. Hodson, G. L. Hodson and Son, re- 
insurance intermediaries. 

Casualty reinsurance—John A. Sellon, vice 
president, American Reinsurance Co. 

Life Reinsurance—William S. Connell, actu- 
ary and vice president, North American Reas- 
surance Co. 

The Multiple Line 
Winter. 


Contract—William  D. 


Volume 2 

Volume 2 consists of four parts: The 
Human Approach to Examinations, In- 
surance Examination Techniques and 
Procedures and Examination of Assets. 

The history and development of De- 
partmental insurance examinations, writ- 
ten by William C. Gould, chief, property 
bureau, New York Department, is the 
introductory article. Next appears a lec- 
ture on applied psychology respecting in- 
surance brokers, written by Dr. Fabian 
L. Rouke, a clinical psychologist. Others 
whose lectures appear in Volume 2 in- 
clude Deputy Raymond Harris, Deputy 
Walter F. Brooks, senior insurance ex- 
aminer Thomas J. Calogero, Jack Lavan- 
har, supervisory insurance examiner, fire 
and marine section, property bureau; 
Edward J. Reilly, chief, audit bureau; 
Samuel Sokol, senior insurance exam- 
iner; Roger J. Sullivan, chief real estate 
appraiser; Helen R. Wansboro and Lil- 
lian Levine, associate and senior exam- 
iners, life bureau; Philip C. Heidman, 
Andre F. 
insurance examiner; 
principal actuary, 


senior insurance examiner; 
Pouy, associate 
Mayerson, 


Allen L. 








Stauley Gerard Mason 
ADELBERT G. STRAUB, JR. 


life bureau; John T. Hanley, senior ex- 
aminer; David Wollmer, associate insur- 
ance examiner; James B. Haley, super- 
visory insurance examiner. 

Commenting on this series of books 
Deputy Superintendent Straub said this 
Ww eek: 

“Volumes 1 and 2 are the first of a 
series Of six nies on the subject. 
The last volume will provide a compre- 
hensive index for the entire work. The 
complete series will be an invaluable aid 
to legislators, supervisory officials, insur- 
ance company executives, actuaries, in- 
surance buyers, agents, brokers, adjust- 
ers, attorneys, accountants, teachers, re- 
search workers and others who are di- 
rectly or indirectly concerned with cur- 
rent developments in the insurance busi- 
ness. 

“Since so large a share of the nation’s 
insurance business is concentrated in 
New York State, the New York Insur- 
ance Department has a leading position 
in the supervision of the business. De- 
partment members contributing to this 
series of lectures are therefore among 
the foremost experts in the United 
States on insurance law and insurance 
examination techniques and procedures. 
In addition, collaborators include officers 
and actuaries of some of the leading in- 
surance companies in the country. 

“The value of both volumes is greatly 
enhanced by detailed charts, tables, ap- 
pendixes, and reproductions of forms 
used by companies as well as the De- 
partment. The volumes are sturdily and 
attractively bound in red buckram, have 
been carefully edited for smooth read- 
ability and are provided with numerous 
headings to facilitate finding the exact 
information desired.” 

The books can be purchased by the 
public at $15 per set, plus 3% sales tax 
for New York City orders. Volumes 1 
and 2 are not sold separately. 


New Jersey Ass’n Meets 

Roderick Pirnie, qualifying member of 
the Million Dollar Round Table each 
year since 1926, addressed the Northern 
New Jersey Life Underwriters Associa- 
tion at the regular Robert Treat lunch- 
eon meeting this week. His subject was 

Jack to Fund umentals.” 

Mr. Pirnie is general agent for Massa- 
chusetts Mutual at Providence, R. I. He 
entered the life insurance business in 
1922, has been a general agent for more 
than 20 years and takes active part in 
life underwriter and civic affairs. During 
World War IT he was state chairman 
of the Rhode Island War Finance Com- 
mittee, when Rhode Island was the first 
state in the nation three times to meet 
its quota of War Bonds. Last month he 
was elected president Island Develop- 
ment Company, the state’s new privately 
owned and operated venture capital or- 
ganization, which has been formed to 
encourage the expansion of industry 
within the state. 














I 


_ 





n 








November 20, 1953 








Page 5 











Award of Nat’l Safety 
Council to F. W. Ecker 


TRIBUTE TO METROPOLITAN LIFE 





Honors Company’s Home Safety Activi- 
ties in Better Health and Longer 
Life Campaign 





Frederic W. Ecker, president, Metro- 
politan Life, was recipient in behalf of 
his company last week of National Safe- 
ty Council’s merit award “in recognition 
of exceptional public service in the pre- 
vention of home accidents.” An award 
plaque, was presented by Ned J. Dear- 
born, president, National Safety Council, 





Dr. Ned J. Dearborn (left), president, 
National Safety Council, presents plaque 
to Frederic W. Ecker. 


in a ceremony at Metropolitan’s home 
office. Period covered was from July 1, 
1952, to June 30, 1953. 

The award was for the home safety 
activities which were part of the nation- 
wide program for better health and 
longer life carried on by the company 
through its health and welfare division. 
Special recognition was given the com- 
pany’s continuing campaign for child 
safety. 

The over-all program included coast- 
to-coast radiocasts and national maga- 
zine advertising. A key activity was dis- 
tribution to policyholders and public of 
4,000,000 copies of booklets and other pub- 
lications on home office safety subjects. 
They were distributed by the company’s 
representatives and at its offices, and 
were offered through the radiocasts and 
advertising. The publications also were 
made available to health agencies, safety 
councils, industrial firms, civic and serv- 
ice organizations, and other interested 
groups for use in local programs. 

In attendance when the plaque was 
presented were these officials of the 
Metropolitan’s health and welfare divi- 
sion: Dr. Donald B. Armstrong, second 
vice president; Dr. William P. Shepard 
and Dr. George M. Wheatley, third vice 
presidents; and Dr. William J. McCon- 
nell, assistant medical director. At a 
luncheon tendered Dr. Dearborn these 
other Metropolitan officers also were 
Present: Henry E. North, vice president 
in charge of Pacific Coast head office, 
a director of National Safety Council and 
chairman of the Council’s San Francisco 
chapter; Cecil J. North, vice president in 
charge of field management: and Dr. 
Earl C. Bonnett, medical officer. 


_HEAR E. PARKER COLBORN 

E. Parker Colborn, CLU, addressed 
the. Wilkes-Barre-Wyoming Valley As- 
sociation of Life Underwriters at a 
recent luncheon meeting in Wilkes- 
Barre, Pa. He discussed “The Invest- 
ment Qualities of Life Insurance.” 





Great Southerner Life 
Sets All-Time Record 


October marked the close for Great 
Southern Life, of 44 years of service to 
the people of the great Southwest. It 
was also the month chosen by its field 
men as Officers’ Appreciation Month. 

At the close of business on October 
30, the 295 Great Southerners in the 
field had written 1,969 applications for 
$11,951,745. This total exceeded their goal 
by 734% and was $1,920,000 more than 
their previous best month. During the 
first 10 months of 1953, Great Southern- 
ers have paid for $70,792,451 in new 


Connecticut Mutual Paid 
For $277,175,273 in October 


The Connecticut Mutual Life in the 
first 10 months of 1953 has passed its to- 
tal 1952 production record. The com- 
pany’s new business amounts to $277,- 
175,273 through October, 1953. In 1952 
new life insurance during the 12-month 
period amounted to $272,985,413. 





business. This has resulted in a net in- 
crease of $41,294,444, bringing the Great 
Southern’s life insurance in force, as of 
October 31, to $633,374,936. 


Honor Philip O. Works 


Penn Mutual Life honored Philip O. 
Works, CLU, at a recent luncheon meet- 
ing in Rochester, N. Y., in recognition of 
completing 20 years as 
About 40 attended. 

Mr. Works went to Rochester as gen- 
eral agent 15 years ago after serving five 
years in a similar capacity in St. Louis. 
He has been in the insurance business 27 
years, 25 of them with Penn Mutual. 
During the 20 years he has been respon- 
sible for more than 60 million dollars 
in increased estates created by insur- 
ance. 


a general agent 
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*(For employees and dependent wives and children) 


Here is an opportunity to tap a new market for 
Group Insurance —a market that provides an 
almost unlimited source of prospects for personal 
Ordinary as well as Group benefits. 





for the New 
10-24 
Group Plan 





GROUP DEPARTMENT 


Springfield, Massachusetts 














for you. 





| 
| 
| 
Send for your complete Sales Kit | 
today and see how little sales effort | 

this streamlined package plan re- 
quires, how it appeals to smaller | 
businesses, and pays commissions that ] 
can pyramid to a substantial income | 
| 


_MaasachuselsMatual 


ORGANIZED 1851 


NAME: 


Brokers and Agents may now offer to employers 
of at least 10 but less than 25 employees a pack- 
age plan of Group Insurance benefits including: 


WEEKLY DISABILITY INSURANCE 
*HOSPITAL EXPENSE INSURANCE 
*SURGICAL OPERATION INSURANCE 
*MEDICAL EXPENSE INSURANCE 


Massachusetts Mutual Life Insurance Co. 


Please send me — Agent's Sales Kit 10-24 








STREET: 








LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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Prudential Marks 5th 
Year of Western Home 


CELEBRATION AT ‘LOS ANGELES 


President Carrol M. Shanks Says De- 
velopment Has Exceeded Expecta- 
tions for the Area 








The Western home of- 
Prudential last week cele- 
anniversary of its open- 


Los Angeles 
fice of The 
brated the fifth 
To highlight the occasion, a luncheon 


ing. 
for some 600 business and civic leaders 
of Los Angeles was held on November 


13, at the Ambassador Hotel. 

Carrol M. Shanks, president of Pru- 
dential, came from the company ’s New- 
ark, N. J., headquarters for the anni- 
versary celebration and was the main 
speaker at the luncheon. Citing the 
growth and development of the West 
in the past few years, he said that it 
represents “a far faster march than ] 
anticipated. 

“Our belief that we could best partici- 
pate in the growth of the West by being 
an integral part of it also turned out 
to be a good assumption,” he continued. 
“In 1948, Prudential life insurance in 
force here in the sly amounted to 
$2,421,000,000. Today it is just under $4 
billion. In 1948 our ies staff, which was 
responsible to management in Newark, 
3,000 miles away, wrote $253,000,000 worth 
of life insurance. In 1953, our present 
staff, its management in close touch, will 
write $650,000,000 —$400 million more. 
That increase is proportionately higher 


than for the company as a whole or 
for the insurance business as a whole.” 
Investments in West 

Mr. Shanks also pointed out that Pru- 
dential’s investment activities in the 
West had increased in an equally im- 
pressive manner. From a third of a bil- 
lion dollars in 1948, the company’s in- 
vestment has grown to a billion and a 
quarter dollars in 1953. 

The anniversary luncheon was _ pre- 


ceded by a breakfast in The Prudential 
building for all members of the Western 
home office management staff while on 
Saturday, November 14, the public was 
invited to attend an “open house” in the 
headquarters on Prudential Square. 

Following his visit in Los Angeles, 
Mr. Shanks flew to Hawaii to inspect 
Prudential operations there and to ad- 
dress a luncheon meeting of the Hono- 
lulu Chamber of Commerce on November 
18. En route back to Newark Mr. Shanks 
will visit company agencies and repre- 
sentatives in Seattle. 


Bankers Life Gained 


Ordinary sales in Bankers Life Co., 
Des Moines, for the first 10 months of 
1953 were up more than 6% over the 
same period last year. Total sales 


amounted to $169,299,548 of which $119,- 
187,909 was Ordinary and $50,111,639 was 
Group. 

New business issued and paid-for dur- 
ing October totaled $14,526,370. Of this 
amount Ordinary accounted for $11,910,- 
008 and Group for $2,616,362. 

Life insurance in force continued to 
gain and has reached the new high of 
$1,898,084,987. Ordinary in force figures 
stand at $1,430,409,853 and Group at 
$467,675, 134. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


Chicago, IIl. 
32 Court Street 


Brooklyn 2, N. Y. 
TRiangle 5-7362 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 














R. C. Gilmore, Jr., Addresses 
Indianapolis Ass’n Meeting 


Robert C. Gilmore, Jr., president of 
the National Association of Life Under- 
writers addressed the members of the 
Indianapolis Association, Friday noon, 
and the State Association, Friday morn- 
ing, November 13 and 14. 

Mr. Gilmore outlined the program for 
the coming year in NALU, and pointed 
out the problems that now face the 
association, in the first part of his talk 
before the local association. The second 
section of his speech was his philosophy 
of life insurance selling. 


At a press conference with business 


State Mutual Dividend 


For the 102nd consecutive year State 
Mutual board of has 
authorized a dividend to be returned to 


Life’s directors 
The increased dividend 
scale which was adopted for 1953 for 
both the current series of policies and 
the American Experience contracts will 
be continued during 1954. 


its policyholders. 





editors of the local newspapers he 
pointed out the National Assodciation’s 
interest in national and local legislative 
matters. 





The Saturday Evening 


POST 








pens to him, Mr. [be 
for wsecse OY my Sai int its 
made ther 6 





That’s what the space alone costs for 
the SATURDAY EVENING POST advertise- 
ment featuring H. Leon Villinger, 
Mutual Benefit Life man from the 
San Francisco office. Over the past 
few years, such publicity for individual 
agents has cost the Company nearly 
a half million dollars! 


But it’s money well spent, we think, 
and right in line with the Company’s be- 
lief that the agents in the field are the 
most important men in the Company. 














THE 


MUTUAL 
BENEFIT 
LIFE 


INSURANCE COMPANY 


Organized in 1845 
300 Broadway, Newark, New Jersey 
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- man with large assets and little cash ; 






Samuel L. Zeigen Addresses 


Madison Estate Council 

Samuel L. Zeigen, CLU, general agent 
in New York for Provident Mutual Life, 
was the guest speaker at a dinner meet- 
ing last week of the Madison Estate 
Council at Madison, Wisc. He had for 
his topic “Utilizing Life Insurance in 
Business and Estate Planning.” This 
talk followed one on the same day before 
the members of the Life Insurance and 
Trust Council in Chicago. Because of 
the difficulty of transportation, one of 
the members of the Madison Council 
drove into Chicago and brought Mr, 
Zeigen back to Madison in order to be 
there in time for the meeting. 

Included in Mr. Zeigen’s talk were— 
the importance of life insurance in plan- 
ning for the family and the business; 
the use of life insurance to help young 
men get started more quickly in their 
careers; problems of the sole proprietor 
with emphasis on the hazards of the wife 
continuing the business and solutions to 
this problem; the problems of the part- 
nership and some methods of solving 
these through the use of life insurance; 
problems of the corporation with par- 
ticular emphasis on the conflict between 
the wife of the deceased and the sur- 
vivors; the problem of good will in sole 
proprietorships, partnerships and corpo- 
rations; the problem of the _ business 
the 
use of Section 115(g)(3) to help in cor- 
porate problems; the problem of liquid- 
ity. 

Also some of the more important uses 
of life insurance, such as ownership by 
third parties; ownership by trusts; the 
marital deduction; income tax problems; 
the value of endowments; the transfer 
of capital; the use of gifts and their use 
in charitable foundations; Section 102 
of the Internal Revenue Code and life 
insurance. 


Named Group Secretary 

Darwin S. Liggett, formerly assistant 
secretary of Pacific Mutual’s Group in- 
surance department, has been appointed 
Group department secretary, according 
to an announcement by Ralph J. Walker, 
vice president. 

Mr. Liggett, together with Stephen S. 
Taft, Jr. also secretary of the Group 
department, will be responsible for the 
operation of the various divisions within 
the Group insurance department of the 
company. Mr. Liggett will be primarily 
responsible for the field sales and serv- 
ice, including the supervision of field 
sales personnel. Mr. Taft will be respon- 
sible for all aspects of home office Group 
administration, including personnel and 
publicity. 

Mr. Liggett joined Pacific Mutual in 
March, 1951, as manager of the com- 
pany’s Chicago Group insurance office, 
and held that position until his promo- 
tion to midwest regional supervisor in 
November, 1951. In November, 1952, he 
was appointed Group department as- 
sistant secretary. Entering the insurance 
field in 1937, Mr. Liggett has had exten- 
sive experience in all phases of Group 
field operation. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS 
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IT GIVES SO MUCH SECURITY 
FOR SO LITTLE PREMIUM 


To learn more about The Travelers Triple Protection Plan, see your nearest 
Life Manager or General Agent. He will be happy to help you help your 
client to protection through The Travelers. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD ° CONNECTICUT 
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Dividends on Life Policies 
This Year Are Near Record 


United 
policyholders by their life insurance com 
reach a record $850,000,000 
Life Insurance 


Dividends paid to all States 


panies may 
in 1953, the Institute = 
Such a total would be nearly $85,- 


Says. 


000,000 more than sig dividend pay 


ments in 1952, an increase of 11% over 
last year’s $765,921,000. 

Policy dividend payments have ex 
ceeded $600,000,000 in the first three 


quarters of the year and it is probable 
that the fourth-quarter payments will be 
nearly $250,000,000, according to the In- 
stitute. 

“This would make the 1953 dividends 
to policyholders double what they were 
ten years ago,” the Institute commented 
“Whil 


creases in the rates of dividend 


e a portion of this rise reflects in- 
payments 
most of it stems 


by some companies, 


from the greater volume of life insurance 


in force and the larger amount in force 
for a longer period and thus eligible for 
a stepping up of dividends as 
age. There has not been sufficient time 
as yet for the recent rise in interest 
rates on investments to be reflected in 


policies 


policy dividends to any important ex 
tent.” 

Three factors enter into the establish 
ment of policy dividend rates, the In 


stitute points out. These payments, which 
are premium refunds rather than divi 
dends in the usual sense, are determined 
by the death rate among policyholders, 
the earning rate on invested funds, and 
the cost of doing business. 

During the first half of the 
ade, earnin were still 
business expenses were rising 
rates were not appreciably 
til towards the end of the period. The 
past five years, however, have seen an 
upturn in the trend of interest rates, a 
steadying of business expenses and a re 
duction in death rates to a definitely 
lower level. As a result, some increased 
dividend schedules have been adopted in 
the past two years and more are ex- 
pected to be announced by the end of 
this year. 

Of the $765,921,000 dividends paid to 
policyholders in 1952, nearly half was 
either left with the companies to accu 
mulate at interest or added to the insur 
ance protection through purchase of 
policy additions. 


past dec 
declining, 
and death 
re duc ed un 


rates 


Conn. Mutual Supervisors 


At Two-Week Conference 


The Connecticut Mutual Life held a 
two-week conference for agency super- 
visors at Park Shelton Hotel, Detroit, 
November 9-20. Company supervisors 
from California, New Mexico, Oklahoma, 
Virginia, Tennessee, Missouri, Iowa, In- 
diana, Minnesota, Pennsylvania and New 
York attended 

Frederick O 


Lyter, agency secretary 
of the company, was in charge. Serving 
with him were Horace R. Smith, super 


intendent of agencies; Robert B. Proc- 
tor, assistant superintendent of agencies; 
and George G. Shoemaker, Jr., agency 
assistant. The conference presented re- 
cruiting methods, programming proce- 
dures, 


training and supervisory aids. 





William D. McKewen Dead 

William D. McKewen, third vice presi- 
dent, Metropolitan Life, and assistant 
general manager of the company’s Cana- 
dian head office in Ottawa, Ont., died in 
New York City last week in the Hark- 
ness Pavilion of Presbyterian Hospital 
following a short illness. He was 59. 

He started with Metropolitan 45 years 
ago as an office boy in the home office 
here. In 1924 he was one of a group of 
employes who volunteered to move to 
Canada and establishing the 
company’s head there. He had 
been a member of the Canadian organi- 
zation and had resided in Ottawa since 


assist in 
office 


that time. 
Mr. McKewen was 
was appointed assistant 


made personnel 
manager in 1931; 
secretary of the company in 1945; was 
advanced to assistant general manager 
in 1948, and to third vice president and 
assistant general manager in January, 
1953. 

3orn in New York City and educated 
in public schools here, during World 


War | 
United 


France with 
Army in the artillery, 
He was a member 


he saw service in 
States 
becoming an officer. 
of Metropolitan Post, No. 385, the Amer- 
ican Legion. 
Licensed in Florida 

Union Casualty & Life of Mount Ver- 
non, N. Y., has licensed in the 
State of Florida. 
number of siates in which the company 


been 
This brings to 15 the 


is licensed and is in line with its current 
expansion program. 


Solvent Insurer 


(Continued from Page 1) 

of the New York State insurance law; 
its political nature and activities violated 
its ‘charters =; ... 

It had perpetuated a fraud upon New 
York State during its very creation in 
that its primary purpose was not to 
organize a fraternal benefit insurance 
society but to establish an agency of, or 
a front for, the Communist party of the 
U. S. It had violated the state laws 
against political contributions by corpo- 
rations and also had violated several 
Federal statutes. 


Opinions of Courts 


Justice Greenberg held that the Super- 
intendent was entitled to an order of 
dissolution and liquidation but granted 
a stay on condition that the respondent 
proceed with due diligence to prosecute 
an appeal. The Appellate Division, First 
Department, unanimously affirmed Jus- 
tice Greenberg’s order as did the Court 
of Appeals in a per curiam opinion. 

The IWO applied to the U. S. Supreme 
Court for a writ of certiorari to review 
the decision, but this was denied. Pend- 
ing final court determination the organi- 
zation’s affairs were conducted under the 
joint supervision of its officers and Su- 
perintendent Bohlinger, but no new busi- 
ness was undertaken. 


Veterans Committee Report 


On New NSLI Policies 


Four out of five Veterans Administra- 
tion district insurance office administra- 
tors would like to see National Service 
Life Insurance policies issued once again 
to World War I and World. War II 
veterans, the House Veterans _ Affairs 
Committee revealed a special report. 

However, the report also stated that 
the Committee is strongly opposed to 
such a step and in fact, “the committee 
is of the firm belief that no major 
changes in the basic insurance laws ad- 
ministered by the Veterans Administra- 
tion should be enacted at this time.” 

Two subgroups of the committee re- 
cently concluded a complete study of 
field insurance operations of the VA, 
including trips to the field offices. 

The main purpose of the law provid- 
ing gratuitous insurance and at the same 
time killing issuance of new NSLI poli- 
cies was “to provide an equitable and 
uniform indemnity for all persons serv- 
ing on or after June 27, 1950, who die 


in the service,” the committee report 
stated. 
The report continued, “at the same 


time it brought to a close the issnance 
of any policies for either World War I 
or World War II veterans with their 
attendant tremendous administrative 
costs. The committee listened carefullv 
to the proponents (of new NSL! policies) 
but is of the firm opinion that such a 
step is not warranted.” 





Manager at Little Rock 


Clark Wood has been named manager 
of the Little Rock Agency of Republic 
National Life, President Theo. P. Beas- 
ley announced from the company’s home 
office in Dallas. 

The appointment was made in line 
with the company’s 25th anniversary ex- 
pansion program, in which plans are be- 
ing made to build Republic National 
Life’s Little Rock agency into one of the 
most outstanding of the company’s 32 
branch offices. 

A native of Arkansas. Mr. Wood was 
born in Marianna and went to Little 
Rock schools and the University of the 
South in Sewanee, Tennessee. For the 
nast four years he has been engaged 
in a successful career of personal life 
insurance production. Previous to that 
he was with the Arkansas Power & 
Light Co. for many years. 








N.Y. STATE EXAMS 
NEW YORK e JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE.COURSE 


Starts Wednesday, Dec. 2, for 
Brokers’ Examination on Murch 8, 1954 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
= ve Street 

38, N.Y. 
a City Hall 
COrtiandt % 7318 


HERBERT J. POHS, Founder-Director 




























Broad 
Protections 


CHESTER ASHFORD, McFarland, 
Calif. was Pacific Mutual’s 1952 
National Production Cham- 










pion and is a Life Member « 
the Million DollarRound Table. 
“When I came to Pacific Mutual 
Six years ago,”’ says Chester, 
“experience in welfare work 
had opened my eyes to a man’s 
real needs. Pacific Mutual’s 
broad protections — Life and 
Disability — give me all I need to 
meet those needs completely.” 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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ARTHUR BABIAN 









DALTON LEE MULLINS 


functioning out of a central office, De- 
troit is expected to develop into one of 
the largest sales offices of the company. 





OUR GENERAL AGENTS— 
about Crown Life’s 


© Lower Rates. 
© New Policy Plans. 
© Greater Opportunities. 


about Crown Life’s 


they need. 


POLICY OWNERS— 
about Crown Life’s 


©@ Low Cost Protection. 


ment. 
© Our outstanding record. 


EVERYONE’S TALKING! 


BROKERS and SURPLUS WRITERS— 


© Ability to provide the extra servicesy 


@ Understandable Policies of achieve- 


For comparisons at a glance—ask for Crown Life’s dial-a-rate card— 
rates at all ages for most plans with a flick of the finger. 































has been made 
dustry, 


The total assets 





GEORGE COURY 

As announced in a recent edition of 
The Eastern Underwriter, three new 
production units headed by Arthur Ba- 
bian, Dalton Lee Mullins, and George 


tion was recently established in Detroit 
to render increased service to policy- 


holders. With four district managers 


Growth of Capital Funds 
Of U. S. Life Companies 


During the first three quarters of this 
year, nearly $3,600,000,000 of new 
available for use in in- 
home financing and other pro- 
ductive channels by 
surance companies, the Institute of Life 
Insurance reports. This has been made 
possible by the increase in accumulated 
funds of all life insurance policyholders. 


nine months at an annual rate of more 
than $5,000,000,000. 

How this source of capital funds has 
grown in recent years, as life insurance 
ownership has risen, 
fact that prior to 1942 the annual avail- 
capital funds from this 
source never exceeded $2,000,000,000. 
months of 1953, the 


Coury, CLU, as district managers, have ability of new 

been established in the Detroit agencies 

of General American Life. In the first nine 
\ “Multiple Agencies” type of opera- new capital, 


plus funds 
maturities, refinancing or replacement of 
old investments, added up to more than 
$10,000,000,000 which went into new in- . In the case of older ponelte—theee 


We are talking about further expansion. 


C ROWN. O LIF E 


Home Office, Toronto, Canada 


capital 


the nation’s life in- Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, California, Colorado, District of Columbia, Florida, 
Georgia, ‘Hawaii, Idaho, Indiana, Kansas, Louisiana, Maryland, Michigan, Minnesota, 
Mi i, New Jersey, New Mexico, North Dakota, Ohio, Oregon, Pennsylvania, 





Puerto Rico, Texas, Virginis, Virgin Islands and Washington. 








all United States 





life companies have increased in these 


hose niches ney ; Prudential Announces 
Mortgage acquisitions in the nine 


months totaled $3,167,000,000, or $231,- Dividend Increases 


000,000 more than in the corresponding The 1954 dividend scale applicable to 


CARS alii period of 1952. The nine-month acqui- Ordinary policies having their anniver 
s show Vv 1€ asp ee ee moe A i . 
; sitions of U. S. corporate securities to-  saries in January or February, has been 


taled $3,435,000,000, which was $130,000,- 
000 less than a year ago. 


Prudential. In the 
case of most policies issued after De 
Mortgage holdings rose $1,453,000,000 cember 31, 1941, the scale has been in 

January 1, to $22,698,000,000 on creased and total dividends on this class 
September 30, a gain of 7%; U. S. cor- “= igptice sonia sy vd yee gene payer 
porate security holdings rose $2,060,000,- ath mig ae HOS 
000 to $32,442,000,000, also an increase of 


announced by The 
? , since 
available from 


these policies receive a lower dividend 
than was credited to it in 1953. 


issued before January 1, 1942—the 1953 








“For several years my husband and I had trained for singing 
careers in radio and the theater. And although we enjoyed 
considerable success as performers, we realized that the chance 
of ‘seeing our names in lights’ was still remote. We finally 
decided that if we were ever going to have a completely happy 
life together it was time for us to change our course. 





“In turning from show business to ‘just plain business’ Carle- 
ton tried about five or six different jobs, but he never seemed 
very happy or satisfied. 











“One day Carleton came home and announced that he was 
going to sell life insurance! I must admit that I was shocked, 








St. Paul 1, Minnesota 











WE FOUND OUR 


“STAIRWAY TO STARDOM” 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


scale will be continued. This scale was 
increased this year. 

Interest rates on proceeds left at in 
terest or on dividends left at interest 
will remain unchanged. 

The company will announce next 
month its dividend scale for policies 
whose anniversaries fall in the remain 
ing ten months of 1954. 


away from the footlights 


MEDILL HOLDS OPEN HOUSE 


New York Agency at 220 W. 42nd St. 
++ Says Mrs. Carleton F. Bowman Has Enlarged Facilities for Life 
& H. 


Denver, Colorado and 


Louis Medill, general agent for A. & 
H. and life business in New York, was 
the host to several hundred brokers and 
agents November 12 at the new offices 
of his agency at 220 West Forty-second 
Street. Completely remodeled, the en- 
larged headquarters of the Medill or- 
ganization made a favorable impression 
on the guests. 

Clifford Daley, who recently joined 
forces with Mr. Medill to head the 
agency’s life department, assisted at the 
housewarming which afforded him an 
opportunity to meet those attending. The 
enlarged facilities of the agency in the 
life field under Mr. Daley’s supervisio" 
will enable it to do a better job for pro- 
ducers in this field. 


for the possibilities for success in selling life insurance seemed 
as remote as ‘seeing our names in lights.’ But then I knew 
nothing of the Minnesota Mutual training program and its most 
remarkable sales tools. 


“Today, after 12 years as members of the Minnesota Mutual 
family, we find ourselves with a nice home paid for, a new 
car, a handsome life insurance program and most important, 
we can now give our two daughters all that we had hoped.” 


Carleton F. Bowman paid for $748,719 of business in 
1952, and in the first six months of 1953, he has already 
topped the $750,000 mark. 


Organized 1880 
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Five Million Dollar Writers Tell 


N.Y.C.Ass’n Members How They Dolt 


How to achieve Million Dollar Round 
Table membership and how to maintain 
membership in this select group, was dis- 
cussed by five million dollar producers 
at the November educational meeting of 
the Life Underwriters Association of the 
City of New York, held last week at the 
Hotel Astor. Built around the theme, 
“Why I wanted to Make the Million 
Dollar Round Table—How I Did It—And 
What I am Doing to Stay There,” these 
successful producers outlined their meth- 
ods of operation, giving reasons for 
wanting success, how they achieved it, 
and how they hope to advance to even 
higher production levels. 


Speakers 


Speakers at this meeting, which at- 
tracted a capacity audience, included 
Michael P. Coyle, CLU, Phoenix Mutual 
Life; Nathan S. Bienstock, Massachu- 
setts Mutual; Sadler Hayes, Penn Mu- 
tual; Patrick M. Mucci, Metropolitan 
Life; and R. Jay Wilcox, The Pruden- 
tial. David Marks, Jr., general agent, 
New England Mutual, arranged the 
meeting and served as moderator. 

Mr. Mucci, joined Metropolitan Life in 
1946 after having served five years in 
the armed forces. During his first month, 
he placed $105,000 of business as a debit 
agent. He was promoted to Ordinary 
representative in 1948 and from that 
time until 1952 he placed upwards of 
$1,250,000 each year, his highest year be- 
ing in 1952 when he placed $1,850,000. 

Mr. Mucci screens his prospects and 
cultivates the ones he feels measure up 
to his quality standards. In his inter- 
views and associations with the people 
he calls on, he tries to develop their con- 
fidence and trust in his ability as their 
life insurance advisor. He also makes it 
a point to make known his membership 
in the Million Dollar Round Table, which 
he says is a great prestige builder. Per- 
severance and determination were em- 
phasized by Mr. Mucci as important 
traits for a successful selling career. He 
cautioned, however, against exercising 
these to the point where a prospective 
buyer will resent the application of too 
much sales pressure. 

Mr. Bienstock, who joined Massachu- 
setts Mutual 17 years ago, has been a 
member of the 100 leaders list for 14 
years. He has been a company leader 
in personal production and for the past 
156 months has been on every produc- 
tion spotlight of his company. For the 
past 11 years, he has produced over a 
million dollars of life insurance each 
year, producing a total of 20 million 
dollars of business in that time, prac- 
tically all of it on the personal plan. 

Mr. Bienstock also called attention to 
the prestige acquired through member- 
ship in the Million Dollar Round Table. 
People want to deal with successful men, 
he remarked, and as a member of this 
uutstanding production group you know 
vou are regarded as successful and are 
treated as such. If you are to maintain 
MDRT membership each year, he said, 
it is important to keep in touch and 
extend your services to present policy- 
holders, in addition to cultivating new 
ones 


MDRT Qualifier Past Seven Years 


Mr. Coyle, who is a consistent quali- 
fier for the Million Dollar Round Table, 
entered the life insurance business in 
1941 after having spent 12 vears in the 
security business. He served the Armed 
Forces from 1942 to 1946 when he re- 
sumed his life insurance career. He has 
que ilified for the MDRT and the Na- 
tional Quality Award for the past seven 
consecutive years. 

Mr. Coyle, who writes a large number 


of lives, makes it a point to meet and 
cultivate many young men each year. 
He seeks out young men in professional 
fields, and ones who have potentialities 
These young clients are 
Coyle through their 


for success. 
serviced by Mr. 
early vears in business, and as they rise 
in their chosen fields they adopt him as 
their insurance advisor, which eliminates 
the possibility of any competitor in- 
vading a field that he has developed over 
the years. 

An important advantage in selli mi £ a 
large number of lives, Mr. Coyle said, 
that it spreads your fame. People aes 
don’t know or have never met, contact 
you on the recommendation of a satisfied 
client. 

Also, never forget a client, Mr. Coyle 
said, and what is more important, never 
let a client forget you. Take a personal 
interest in them and strive to have your 
relationships on a friendly basis. 

On working habits, Mr. Coyle said that 
the only ambition he has ever had, was 
and still is, to secure at least one appli- 
cation each week, a habit that he highly 
recommends 

Mr. Wilcox is a graduate of Dart- 
mouth, class of 1951, and attended the 
Amos Tuck Business School for one 
year after which he entered the life 
insurance business. His production ex- 
ceeded a million in 1951 and 1952 and his 
current production for 1953 is a million 
three hundred thousand. 

Mr. Wilcox said that he desired mil- 
lion dollar production status for four 
main reasons: 

To earn a fairly good living; to reach 
a goal; to satisfy his ego; and because 
he enjoys his work of meeting new peo- 
ple and sharing their interests. Much of 
his business is written on college frater- 
nity members which he said has proved 
to be a good market. In most cases, he 
pointed out, even on cold canvass calls, 
they are enthusiastic and receptive toa 
message on advisabiltiy of starting a life 
insurance program. 

Mr. Wilcox also works about three 
evenings a week as a result of the direct 
mail literature he uses. He tries to ar- 
range two appointments each night, at 
7:30 and at 9 p.m. Concluding Mr. Wil- 
cox told his audience of the great satis- 
faction he gets from his work in the 
realization of a job well done and the 
helpful service he is rendering to man- 
kind. 

Mr. Hayes entered the life insurance 
business in 1931 and joined his present 
company and agency in 1945. He led the 
Penn Mutual in 1947 and in 1950 and 
has qualified for the Million Dollar 
Round Table for ten consecutive vears. 









Edwin R. Breslin (left) with Charles E. Becker 


Charles E. 


in the “Business Men in the News” section of 


Becker, president of the Franklin Life, who was given recognition 


“Fortune” magazine for November, 


is shown in the above picture in a characteristic pose. He is extending congratula- 
tions to Edwin R. Breslin, Franklin general agent at Worcester, Mass., for having 
attained the highest premium volume in a recent production drive conducted by the 


Haars oe ’s New England division. Mr. 


3reslin made an excellent score despite the 


fact that he was handicapped in his sales efforts by the disastrous tornado which 
struck Worcester. His home was completely demolished but he and his wife and 
four children (all in the house at the time) miraculously escaped death. This was 


largely due to Mr. Breslin’s 


an officer in the U. § 


first low level raid on the Polesti oil field. 


quick thinking in the emergency. In World War II as 
S. Army Air Force he won the Air Medal and D.F.C. for the 





He is a member of the Blue Hill Troupe 
in New York City and president of the 
Brick Church Council of Presbyterian 
Men. 

Mr. Hayes said that attaining mem- 
bership in the MDRT is well worth the 
effort because it gives members the op- 
portunity of sharing the most effective 
sales ideas with the top men in the 
industry. The greatest ideas of all, he 
said, are discussed by the nation’s lead- 
ers at meetings of this group. He told 
of the preparation and the untiring ef- 
forts of the chairmen and members of 
the committee to make each meeting 
more popular and informative than the 
preceding one and how difficult this as- 
signment is. 

You cannot find men with a greater 
knowledge of the various aspects of our 
business, he remarked, than those that 
appear on the programs of the MDRT 
meetings. He concluded by saying that 
membership in the MDRT and attend- 
ance at these meetings has proved to be 
a great inspiration to him. 





PIONEERS IN 


INCOME PROTECTION 





Non-Cancellable, Guaranteed Renewable 
Sickness & Accident Income Protection 
and Family Hospitalization 
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JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


: Participating Life Insurance 


i > All Forms of Group Insurance 


Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 





YAL Protective Lire INSURANCE COMPANY 


BOSTON 15, 






MASSACHUSETTS 


State Mutual Sets Record 

For the second consecutive year State 
Mutual Life’s nationwide field force es- 
tablished a new production record during 
its annual October sales compaign, an 
event sponsored by the General Agents’ 
Association in honor of Vice President 
Robert H. Denny. 

More than $19 million of submitted 
business was posted. exceeding last 
vear’s total by $1%million. H. Benjamin 
Normand of Worcester topped the field 
both in amount of business submitted 
and number of lives insured. The New 
York -Cerf agency led in volume and 
the Worcester agency took first honors 
in number of lives. 

October’s paid for business of nearly 
$11% million was slightly ahead of last 
vear’s total making it the largest Octo- 
ber in the company’s 109-year history. 
For year to date the company’s $113 
million of new business is 6% ahead of 
the corresponding ten-month period in 
1952. 


Harry L. Schroeder Dead 


Harry L. Schroeder, agency director of 
Central Standard Life, died recently, 
after an illness of one week. 

Mr. Schroeder, a native of Minnesota, 
spent his entire business career in the 
life insurance field. He started as cashier 
for the Equitable Society in his home 
city of Minneapolis in 1933. Transferring 
to sales, he remained with the Equitable 
until 1951, when he affiliated with the 
John Hancock. He was successively an 
agent and assistant manager. In 1948, he 
was appointed home office regional 
supervisor for the Chicago territory. 

In 1950, Mr. Schroeder was appointed 
director of Industrial agencies for Cen- 
tral Standard Life and in 1951 he was 
appointed agency director, which posi- 
tion he held at the time of his death. 

Mr. Schroeder made his home in Park 
Forest, Illinois, where he was active in 
community affairs. He is survived by his 
widow, Mrs. Dorothy Marilyn Schroed- 
er; two daughter, Linda and Sybil; his 
parents, Mr. and Mrs. Emil C. Schroeder 
and three sisters. 
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Brokerage Agency Manager 


For Phoenix Mutual Life 





WILLIAM F. KELLY 


Phoenix Mutual Life, Hartford, an- 
nounces the opening of a new brokerage 
agency in the Chrysler Building, New 
York City, managed by William F. 
Kelly. 

The new office, known as the New 
York Midtown Agency, will 
Phoenix Mutual’s brokerage service in 
the Metropolitan area. Although Mr. 
Kelly’s office will be devoted exclusively 


extend 


to serving brokers and surplus writers, 
the company’s five regular agencies in 
Manhattan and Brooklyn will continue 
to offer their usual brokerage service. 

A naval officer during World War II, 
Mr. Kelly joined Phoenix Mutual in 
1947 as a salesman in the New York 
Downtown agency and compiled an out- 
standing personal sales record. In 1951 
he was selected to attend the company’s 
supervisors training school in Hartford 
and received further management train- 
ing in the Brooklyn Borough Hall, New 
York Uptown, Cleveland and Boston 
agencies. 


Women’s Quarter Million 


Committee Chairmen Named 

Matilda Wells, chairman of the Wom- 
en’s Quarter Million Dollar Round Table, 
has announced her committee chairmen 
for the current year, as follows: 

Chairman—Matilda Wells, Prudential, 
Detroit; budget chairman—Alberta M. 
Light, National Life of Vermont De- 
troit;* education chairman—Marion W. 
Wilson, Aetna, Shreveport; fact finding 
chairman—Ruth M. Kelley, Manhattan 
Life, Detroit; legislative and by-laws 
chairman — Sophie Lubroth, Mutual 
Trust, Brooklyn; membership chairman 
—Florence E. Lorf, Penn Mutual, De- 
troit; nominations chairman—Mary La- 
Bella, immediate past chairman, Man- 
hattan Life, Los Angeles; program 
chairman—Florence McConnell, John 
Hancock, Galesburg, Ill.; publicity chair- 
man—B. B. Macfarlane, Pan-American 
Life, New Orleans. 


ADVANCED LIFE COURSES 

The Youngstown, Ohio, Association of 
Life Underwriters has begun weekly 
courses in advanced underwriting sub- 
jects with 40 persons enrolled for a 
six-month period. 

Instructors for the courses are Robert 
Whitacre at Youngstown College and 
Max Heinl at the Central Christian 
Church auditorium. Diplomas will be 
issued graduates of the course recom- 
mended by the National Association of 
Life Underwriters. 





S. D. McCray Appointed 


Minnesota Mutual Life, St. Paul, has 
announced the appointment of Steward 


D. McCray as general agent at Lexing- 
ton, serving the central and eastern Ken- 
tucky areas. 

For 16. years prior to joining Minne- 
sota Mutual Mr. McCray was associated 
with The Prudential and during the last 
nine years was staff manager for the 
firm. 

A graduate of the University of Ken- 
tucky, Mr. McCray also spent seven 
years as principal of a high school. 


State Mutual Dinner 

More than 100 active and retired em- 
ployes of State Mutual Life, having 25 
years or more service, were honored 
guests at a dinner party held in Wor- 
cester this week. 

Chairman of the Board Chandler Bul- 
lock and President H. Ladd Plumley 
addressed the group. Willard E. Hein, 
former president of the International 
Claim Association and the Boston Life 
and Accident Claim Association, was 
chairman of the affair, assisted by 
Thelma Putnam, Dorothy I. Scully and 
Clifton G. Trombly. 


Mutual Benefit Dividends 


Mutual Benefit Life, Newark, has an- 
nounced that its 1954 dividend scales on 
both CSO and American Experience 
policies will be the same as the 1953 
scales. 

The rate of interest applicable to set- 
tlement options will be continued in 1954 
at 3.15%, except that the rate will be 
3% for payments certain arising from 
life income provisions in contracts issued 
on forms adopted prior to 1945. The rate 
of interest applicable to dividend accumu- 
lations will be 3%. 












SEVEN AGES 
OF LIFE= 
PROTECTED 





IT WAS SHAKESPEARE who first said that 
man goes through seven ages of life from 
infancy to old age — each different, each bring 
ing new outlooks, new needs. 


And it’s Occidental Life that sets the pace in 


devising the kind of flexible life insurance that 


will serve man’s changing needs at each age... 


... the juvenile policy that grows to adult size 
as the child grows... the benefits that can be 
added to old Occidental policies by rider... 
the endowment-type plans that can become 
life plans without re-examination... these and 
many more. 


““WE PAY AGENTS LIFETIME RENEWALS... 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


This is the kind of life insurance that lives 
with a man in all his ages — and for his family 
if he dies before the last. 


“A Star in the West...” + 











. THEY LAST AS LONG AS YOU DO!" 
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At the age of 81 William Edgar Reeve 
is celebrating his 65th anniversary as 
an agent of New York Life and com- 
mutes daily from Westfield, N. J., to his 
office at the company’s Seaboard branch, 
217 Broadway, New York City. A life 
member of the TOP Club he has attained 
official honors in the club many times, 
including its presidency in 1924. He is 
the oldest active Senior Nylic, becoming 
one in 1914 after 20 years as a New 
York Life agent. From time to time he 
has used a natural poetic ability to write 
verses which arouse interest in potential 
clients. 
Started as Messenger in Home Office 


When 16 some one told “Bill” Reeve 
that the New York Life would be a 
good place to work. Leaving his then 
home in Springfield, N. J., he arrived at 
Hoboken on Delaware & Lackawanna 
Railroad and a cable car brought him 
to the main office of the company, then 
at 346 Broadway. The New York Life 
hired him as a messenger boy. Instead 
of the inodern buzzer arrangement, these 
boys, huddled in the cellar, responded to 
the clang of a loud bell. Keenly on the 
job he would answer a call before the 
bell finished ringing and after a week 
began to be moved into a series of minor 
clerical jobs. Discussing his early days 
at time of this 50th anniversary with the 
company he penned this: 

My work would change from time 
to time, 
3ut when the day was through 
I went out to sell insurance 
For something else to do. 


Has Sold Policies to 3,000 Persons 


After four years in the main office 
and selling insurance at night Reeve 
was made an agent of the Seaboard 
branch where he has been ever since. 
Celebrating that promotion he got mar- 


“Bill” Reeve, at 81, Still on the Job 


New York Life Agent Has Paid for $30,000,000; U. S. Senator 
Herbert H. Lehman and Former Ambassador to Britain, 
Walter S. Gifford Among Those He Insured 


By WituraM R. Hart 








“Life Insurance? 





INDEPENDENT 
BROKER 











Your nearest Connecticut 
General brokerage office now 
can give you all the advice, 
specialized service, sales and 
promotion assistance you'll 
need to handle life coverage 
profitably. 


Get the details:Telephone 
the Connecticut General 











... sure!’ 










office nearest you or write 
now to Connecticut General 
Life Insurance Company, 
Hartford, Connecticut. 


Your own life insurance 
department...as close as your phone 


Connecticut 
General 








WILLIAM E. REEVE 


prevalent as today “Bill” wrote, edited 
and paid for the printing of his own 
“brochure” which went to his customers. 
While briefly explaining the various 
types of necessary insurance it also high- 
lighted reprints of letters of appreciation 
he received from clients. Some clients: 
Senator Herbert H. Lehman of New 


ried in 1893 and he and his wife ob- 
served their 60th anniversary at their 
home in Westfield, N. J., where they 
have resided since 1900. 

In his 65 years of active agency work 

3ill” Reeve has sold $30,000,000 of in- 
surance to some 3,000 persons. In the 
old days he never thought he would sell 


a policy north of Canal Street, but as York; former Ambassador to Court of 


the city’s main activities moved uptown St. James, Walter S. Gifford; and Hiram 
so did his clientele. Naturally, he has Manville of the founding family of 
delivered policies to innumerable father Johns-Manville Corp. 
and son combinations, and in one family On the occasion of his 65th anniver- 
he has sold four generations. sary he walked into a flower-bedecked 
a ee ee office to find his desk laden with con- 
gratulatory letters and wires. He was a 
In 1907 when advertising was not so_ little late that day as President. Dever- 





MR. BROKER... 


PENSION & PROFIT 
SHARING PLANS TOO 
TOUGH TO HANDLE? 





HAVE YOU THOUGHT 


State Mutual’s new Pension and Profit Sharing 
Programs knocks all the mystery out of selling this 
important type of business. Our material offers a 
sound step-by-step approach and explains in easily 
understood language how 15 salient features make 
our plans adaptable to any pension need and yet easy 
to sell. Why not contact our nearest general agent 
for a personal demonstration of our complete kit? 


Prove to yourself that Pension and Profit Sharing 


Plans don’t have to be complex. 


pee MU 
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OF WORCESTER. MASSACHUSETTS 
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eux C. Josephs of New York Life had 
asked him to drop into his office for a 
chat the first thing in the morning. He 
was also honored with a_ testimonial 
luncheon at the Chamber of Commerce 
State of New York. 

The only concession Mr. Reeve has 
given to retirement is lessening his load 
by breaking in a new man to handle 
some of his clients. He tried three or 
four before becoming sure he had found 
the man “who lives up to the high stand- 
ards of New York Life.” 





Southland Life Opens 


Branch in New Mexico 


Southland Life of Dallas has opened 
its first branch office in New Mexico at 
Albuquerque, according to an announce- 
ment by Ben H. Carpenter, executive 
vice president. The office will be head- 
quarters for an agency serving 22 of 
the state’s 32 counties. J. C. Kelly, a 
field assistant in the agency department 
of the company, has been named as 
manager of this new branch office. 

Mr. Kelly was born in Lockhart, and 
graduated from high school there. He 
entered the Marine Corps in 1943 and 
after two years of service all over the 
South Pacific, he was discharged in De- 
cember, 1945. 

A few weeks later Mr. Kelly entered 
insurance work, a tradition started by 
his father in 1890. His sister managed 
the family’s general insurance agency 
at Lockhart, Texas, during the time 
Mr. Kelly was in service. His two 
brothers are also representatives for 
Southland Life. 

One month after taking over the gen- 
eral insurance agency, Mr. Kelly ex- 
panded it to include life insurance. By 
1949 the life end of the agency had 
grown to the point that it required all 
of Mr. Kelly’s time. On October 10, 
1951, he joined Southland Life as its full 
time representative at Lockhart. In 
January, 1953, he was named field as- 
sistant for Southland working out of 
the company’s Austin branch office. He 
held this position at the time of his re- 
cent promotion to manager. 


HEADS DAVENPORT AGENCY 

Harry J. Ryan of Dubuque has been 
named as manager of the Davenport, Ia., 
agency of Union Central Life. 
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Southwest, West Show 
Greatest Life Gains 


INDUSTRY’S FIGURES ANALYZED 





Ordinary Life Insurance Purchases This 
Year Are Running One-fifth 
Larger Than Last Year 


While life insurance has shown marked 
gains in all parts of the country in re- 
cent years, the greatest increases have 
been in the Southwest and West, ac- 
cording to the Institute of Life Insur- 
ance, which has analyzed the industry’s 
figures by region. 

Aggregate life insurance ownership in 
the United States was $276,591,000,000 at 
the start of this year, an average of 
$5,400 per family. The aggregate was 
9% more than one year before and 139% 
more than at the end of 1940. The ex- 
pansion of the war and post-war years 
added $161,057,000,000 to the life insur- 
ance protection of American families. 

The West South Central States 
showed a 13% rise in ownership in 1952 
and a 206% increase over 1940. The 
Pacific states had aggregate life insur- 
ance at the start of the year in an 
amount 13% greater than a year earlier 
and 215% greater than in 1940. Next in 
relative gain were the Mountain states, 
South Atlantic states and East South 
Central States, all above the average 
increase, countrywide. The smallest gain 
was shown in the New England states, 
where ownership was up 7% in the year, 
but the Middle Atlantic states had the 
smallest 12-year gain, up 103%. 


Differs by Region 


The increase in buying of new life 
insurance has been even greater, rela- 
tively, than the rise in ownership. Dur- 
ing 1952, purchases of Ordinary life in- 
surance, which comprises nearly two- 
thirds of all life insurance, were 12% 
larger than the year before, double those 
of 1945 and three times those of 1940. 
In the West South Central states, how- 
ever, last year’s purchases were 22% 
over the year before and 159% greater 
than in 1945. In the Pacific states the 
1952 purchases were 16% higher in the 
single year, 124% in the seven years. 
The smallest gain last year in life in- 
surance purchases was in the Middle 
Atlantic states, where they rose 10% 
and were 79% over 1945. 

Ordinary life insurance purchases this 
year are running one-fifth larger than 
last year, with the greatest gain thus 
far in 1953 being in the Middle Atlantic 
states, reporting a rise of 25%. The 
Pacific states are second, with a 22% in- 
crease. 

The flow of benefit payments to Amer- 
ican families has risen steadily as life 
insurance ownership has grown, last 





Hancock Group Business 


The John Hancock passed the three 
and one-half billion dollar mark of 
Group life insurance in force during the 
month of October, according to an an- 
nouncement by Clarence W. Wyatt, vice 
president in charge of the company’s 
Group department. This represents an 
increase in volume of over one-half bil- 
lion dollars during the past 12 months, 
and is in addition to Group accident and 
health benefits and retirement plans 
underwritten during this period. 

In making the announcement, Vice 
President Wyatt pointed out that it took 
16 years, from the inception of its Group 
department, for the John Hancock to 
teach the half-billion dollar mark of 
Group life insurance in force, another 
three years to reach a round one bil- 
lion, six years to achieve two billion 
dollars of Group life insurance in force, 
three years to bring the volume up to 
three billion dollars, and only 12 more 
months to bring it up to the present vol- 
ume of over $3% billion. 


year reaching a new peak of $4,146,978,- 
000, up 4% over the year before. The 
largest gains in benefits were in the 
South Atlantic states, up 8%, with the 
Mountain states reporting a rise of 7% 
and West South Central states 6%. 

A similar trend to the West and South 
has been shown by the investment of 
life insurance funds. The most recent 
analysis of these investments showed 
this life insurance capital moving into 
the Pacific states and the West South 
Central states at a much faster rate 
than for the country as a whole, both 
for the most recent year covered and 
the entire period since 1940. 


Korean War Death Claims 
Reach $24 Million Total 


Death claim payments by all United 
States life insurance companies on 
Korean War casualties since the out- 
break of hostilities in 1950 have totaled 
about $24,000,000, the Institute of Life 
Insurance says. 

More than 17,000 policies were involved 
in the claims reported paid in the 39 
months ending September 30, including 
those paid since the July 27 truce. 

The Korean War claim payments rep- 
resented less than one-half of 1% of 


WINNER IN BABY QUIPS CONTEST 
Ellen Hahne Hunsberger, who is in 
the public relations department at Man- 
hattan Life’s home office, proved her 
skill at caption writing this week when 
she won first prize—$250—in the baby 
quips contest conducted by the New 
York Daily News. Mrs. Hunsberger rated 
favorable news publicity and picture in 
November 17 edition of the “News”. 





total life insurance death benefits paid 
by the life insurance companies in this 
period. 





Things get done fast for MONY Field Under- 
writers. Look at this case that came up recently! 


On Saturday, a prospect in Douglas, Wyoming, 
was examined and the application sent to our 
nearest Agency office in Sheridan. On Sunday, 
the Manager happened to check his post office 
box and discovered the application. It was im- 
mediately air-mailed to New York . . . reviewed 
... approved ...and on Tuesday, the policy 
was delivered to the policyholder 2200 miles 


from the Home Office! 


Of course we can’t wind up each case this fast. 
But we do believe every case deserves the most 


evidence: 


efficient service we can give it. And here’s the 


70 per cent of our policies are mailed out the 
same or following day applications are re- 
ceived in the Home Office. 90 per cent are 
mailed out by the fourth day... only those 
cases requiring more information or special 
handling take a little more time. 


This is the kind of service the Home Office tries 
to put behind every MONY Field Underwriter 


. .. no matter where he is located. It’s fast and 


efficient... and it helps him cement good re- 
lations with his policyholders. 





NK 











Maura 0. N.. Yor« 


“FIRST IN AMERICA” 


The Mutval Life Insurance Company of New York, Broadway at 55th Street, New York, N. ¥ 


WEATHER STAR SIGNALS ON 
TOP OF OUR HOME OFFICE 


Orange flashing . _ . Rain 
White flashing _._ . Snow 
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Am. College-CLU Have 
Information Office 


HOWARD D. SHAW IN CHARGE 





Located in College Building in Philadel- 
phia; to Serve All Interests 
of Two Bodies 


To provide a central source of CLU 


information, the American College of 


Life Underwriters and the American 
Society of Chartered Life Underwriters 
have set up a joint public relations 


office at CLU headquarters in Phila- 
delphia. 

An announcement made by the presi- 
dent of the two organizations this week 


asserts the plan, which has been under 


discussion for some time, is already in 
effect and will function primarily as 
an informational connecting link be- 
tween the life insur ance business and 


activities of the College and Society. 
Dr. David McCahan, wot is presi- 
dent of the American College, and 
Gerald W. Page, CLU, general agent 
in Los Angeles for Provident Mutual, 
is president of the American Society. 

Purpose of the new office, which is 
located in the building jointly occupied 
by College and Society at 3924 Walnut 
Street in Sry «gens is to serve all 
bes anches of the life insurance business, 

rom the newest agent to the top man- 
agement, through a central Pha of 
accurate and interesting information 
about CLU studies and all the activities 
of the American College as well as the 
Society. The membership of the Soci- 
ety comprises life insurance representa- 
tives who have passed all of the exami- 
nations of the American College. 

In charge of the joint office is How- 
ard D. Shaw who has been identified 
primarily with life insurance for more 
than twenty years. Mr. Shaw attended 


the 





the University of Pennsylvania, Ober- 
lin College and Columbia University, 
and is a gt By vo of one of the early 
Agency Management Schools of the 
Life Insurance Agency Management 
Association. He has served many years 
as a field underwriter and home office 
agency assistant with Mutual Life of 
New York, Continental American Life 
and Postal Life. Since 1943 he has 
conducted his own business in Phila- 
delphia, serving many life insurance 


sales ee yn and pub- 


companies in 
lic relations matters. For several years 
he had been voted by the Americ an 
Society in connection with promotion 
of the quarterly CLU Journal and other 
Society matters 

“he combined office will, among its 


activities, undertake research that will 
help answer the questions that life 
agents have in mind about CLU work, 
prepare material for prospective CLU 
candidates, provide information for 
companies to utilize in promoting the 
CLU idea, work with local chapters 
and various committees of the Ameri- 
can Society, assist in building distribu- 
tion for the Journal and for Query 


(the individual CLU’s direct mail piece) 
and will handle promotion of the Soci- 
ety’s summer institute. 

“In developing this plan by which 
ur two CLU organizations can join 
hands in a central information service, 
Dr. McCahan, “we feel keenly 
our responsibility to make reliable in- 
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West Coast Life Contest 
The 1953 West 
Roundup was the most successful in the 
history of 
to an announcement from company head- 


contest period. 

This year’s contest was based upon the 
Persistency Rating Chart offering points 
per thousand of submitted volume in ac- 
cordance with the quality predicted by 
the Rater. Credit was given for all busi- 
ness written in October provided applica- 
tions and medicals required arrived at 
the home office no later than November 
10. 
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UNUSUAL ACTUARIAL OPPORTUNITY 


Medium sized rapidly growing midwest combination company has 
outstanding opening in actuarial department for man under age 45. 
Must have executive ability and be Fellow of Society of Actuaries. 
Give full particulars. Replies handled confidentially. Address Box 
2209, The Eastern Underwriter, 93-99 Nassau St., New York 38, N. Y. 





Sub-Standard Agency in 
Brooklyn Off to Good Start 


Considerable interest is being shown 
in the recent formation of Sub-Standard 


Coast Life Turkey 


that annual event, according 


quarters in San Francisco. Life Specialists at 44 Court Street 
Eighty-two agents won turkeys and pers ts Siaffed by : Aes 
nearly one half the company’s agencies tags; senor - paces itate neni with 
exceeded the special quotas set for the wide experience in the handling and 
placing of sub-standard business, this 


new organization is off to a good start, 
Its objective is to relieve life under- 
writers of the time and effort required 
to shop this type of business among the 
various markets. 

One of the unique features of the 
new setup is that there is no fee to the 
broker or agent for its services. In 
addition, full first year and_ renewal 





In your hands. 





rests the Security of others 


Thats why 


death, disability and old age. 


_ Example Select Risks: : ; 


Preferred Life — low cost lifetime protection 


Berkshire Life provides 114 
Adult and Juvenile Life and Accident & Health policies 
and riders to take care of the three most vital problems: 


commissions are guaranteed by the is- 
suing company to the writing agent. 
Another feature which has received fa- 
vorable comment is that the agent’s 
name appears as such on the applica- 
tion, thus permitting him to maintain 
his identity with his clients. 

The organization has already demon- 
strated its ability in securing issues 
which were previously rejected, and also 
obtaining standard issues which were 
formerly rated. 

Agents and brokers have commented 
that in addition to the fact that they 
have been permitted to make a com- 
mission which they otherwise could not 
have made, they have also earned the 
gratitude of their clients. 





Conn. Mutual Cuts Cost on 


Single Premium Annuities 

Connecticut Mutual Life has reduced 

the cost of all types of new single pre- 
mium annuities. 

For single premiuin itnmediate life an- 
nuity without refund, the cost of a $10 
monthly income for men age 60. is 
$1,814.50; the old rate was $1,856.20. At 
age 65 the new rate is $1,543.30; the old 


rate was $1,577.70. At age 70 the new 
rate is $1,269.70; the old rate was 


$1,313.50. For women the rate at age 60 
is now $2,094.10; the old rate was $2,- 
144.40. At age 65 the rate is $1,806.10; 
the old rate was $1,856.20. At age 70 the 
rate is $1,510.90; it was $1,577.70. 

For an annuity with installment  re- 
fund, the cost of a $10 monthly income 
to men at age 60 is $2,108.50, compared 
with the former rate of $2,303.80. At age 
65 the new rate is $1,886.50, compared 


€ ame Premium Life —low initial cost with graduated with the former rate of $2,064.90. At age 
premium to fit growing income 70 the new rate is $1,666.90, compared 
@ Term to Age 65 — maximum protection at minimum with the former rate of $1,831.90. For 
paren Te ’ women the new rate at age 60 is $2,- 
322.10; it was $2,544. At age 65 the new 

@ Income Disability — $10 monthly per $1000 rate is $2,096.50; it was $2,303.80. At age 
@ Centennial A & H — lifetime accident and sickness income 70 the new rate is $1,870; it was $2,064.90. 


BROKERS AND SURPLUS WRITERS are invited to write for 
full information about the many unusual sales opportunities with 
Berkshire Life's complete portfolio of personal insurance. 
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INSURANCE COMPANY 


Life, Annuities, Accident & Health and Hospitalization 
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What Makes a 
TOP-NOTCH BROKERS' AGENCY? 
Proudly we offer a Favorable 
Atmosphere: 


Stimulating Sales Ideas . . . Fully 
Vested Commisions . . . Retirement 
Plan without Forfeitures 


Samuel D. 


ROSAN 
76 Wm. St. N. Y. 5, WH 3-7680 
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Security Standard Formed; 
H. R. Strong President 


Formation of the Security Standard 
Life has been announced in Dallas, by 
the new firm’s president, H. Raymond 
Strong, well-known Texas insurance ex- 
ecutive. 

Recently chartered and licensed by the 
State of Texas, the company was or- 
ganized with a capital of $100,000 and a 
surplus of $100,000. The board of di- 
rectors voted to add an additienal $100,- 
000 to the surplus, giving the new com- 
pany capital of $100,000, and a surplus 
of $200,000, according to Mr. Strong. 
The company is beginning operations 
with more than $3,330,000 insurance in 
force, he said. 

Home offices of Security Standard will 
be located at 2817 Maple Avenue in Dal- 
las. The appointment of four regional 
managers also was announced. These 
will be Louis H. Lenzer, Wichita Falls; 
Douglas A. Lord, Dallas; G. A. Mahler, 
Fort Worth; and M. M. (Mack) 
Herbert, Transit Tower, San Antonio. 

In naming Mr. Strong president, the 
company’s board of directors cited his 
outstanding success in building a strong 
life insurance department for the Com- 
bined American Insurance Co. of Dallas. 
This record, they declared, was respon- 
sible for the decision to form the Se- 
curity Standard Life. 

A selected group of life insurance poli- 
cies of the Combined American Insur- 
ance Co. have been assumed by the Se- 
curity Standard, Mr. Strong said, giving 
the new firm insurance in force of more 
than $3,330,000 at the start of its opera- 
tions. 

Mr. Strong will remain active as a 
member of the board of the Combined 
American Insurance Co., it was said. 

According to Mr. Strong, the Security 
Standard will specialize in all forms of 
life insurance, while the Combined 
American will engage chiefly in the fields 
of health and accident insurance. 

Mr. Strong began his career in the in- 
surance field in 1933, as a member of the 
actuarial department of the Southwest- 
ern Life in Dallas, where he was em- 
ployed until 1942. He was named actuary 
to the Board of Insurance Commission- 
ers of the State of Texas in Austin in 
1942, and served in this capacity until 
1946, when he became a consulting ac- 
tuary. 

In 1946, Mr. Strong was named ac- 
tuary of the American Hospital and 
Life in San Antonio. He was elected to 
the position of vice president and actu- 
ary of the Combined American _Insur- 
ance Co. in Dallas in 1949. He was 
elevated to the board of directors of 
that company in 1950. 

Officers of the Security Standard Life 
are H. Raymond Strong, president; Roy 
C. Lytle, vice president; Frank Foster, 
secretary-treasurer; Mrs. LaVerne D. 
Fields, assistant secretary; Charles L. 
Stripling, assistant treasurer; Robert A. 
Riggs, field supervisor; Dr. James T. 
Montgomery, medical director; and Mrs. 
Jewel Herzong, chief underwriter. 

Members of the company’s board of 
directors, H. Raymond Strong, Frank 
Foster, E. E. Wallace, Jr., and G. E. 
Hall, all of Dallas; and Roy C. Lytle of 
Oklahoma City. 

Mr. Strong said that plans for a large 
company expansion program are now 
being formulated and will be announced 
at a later date. 


TRAINING CONSULTANT 

John E. Griffith, assistant brokerage 
manager in the Oakland, Calif., agency 
of The Prudential, has been appointed 
training consultant in the Ordinary 
agencies department of the western 
home oflice, Los Angeles. 

He first joined The Prudential as spe- 
cial agent in 1948 at the Oakland agency 
and was promoted to division manager 
in 1950, 


Pacific Mutual Life’s 
New Policy Contracts 


Modern design, simple arrangement 
and clear language characterize the com- 
pletely new edition of policy contracts 
just introduced by Pacific Mutual Life 
in its five-way division, which encom- 
passes all accident and health benefits 
issued in conjunction with life insurance. 
The chi anges in format bring the “five- 
way” policy forms into harmony with 
Pacific Mutual’s modern life department 
forms which were adopted over a year 


ago and which were at that time awarded 
the American Institute of Graphic Arts’ 
certificate of excellence 


Principal contractual change in the 
new “five-way” policy edition, according 
to Pacific Mutual Actuary Oscar Swen- 
son, is inclusion of a premium waiver 
clause in all policies providing monthly 
indemnity. 


Concurrently with release of the new 
policy design, important underwriting 
liberalizations also were announced by 
Mr. Swenson, who states his company 
now will issue accident and sickness 
monthly indemnity benefits up to $400 





Honor Alfred J. Mackrory 


After a quarter of a century of as- 
sociation with the London Life, Alfred 
J. Mackrory was honored by his asso- 
ciates and friends at a dinner in Ottawa 
on the occasion of his retirement. 





per month to men, and up to $200 per 
month to women, in preferred occupa- 
tions. 

Hospital indemnity will be issued in 
amounts up to $15 per day. 

The maximum age at issue has been 
extended to 59 for men and 54 for 
women. ; 
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Insurance Commissioners’ Program 


For Mid-Winter Meeting in Miami 


The National Association of Insur- 
ance Commissioners has issued its com- 
plete program for the 1953 mid-winter 
meeting to be held Monday, November 
30 to Friday, December 4, at the San 
Souci and Sea Isle Hotels in Miami. 
The complete program follows: 

Monday, November 30 

9:00-10.00 a.m.—Examination manual 
changes (subcommittee, examinations), 
George A. Bowles, chairman, Va. 

9:00-10:00—Multiple line underwriting 
(subcommittee, rates and R. O.), John R. 
Maloney, chairman, Cal.; receive and 
consider suggestions as to extent of sub- 
committee’s inquiries activities and pro- 
cedure; any other matters submitted for 
consideration. 

9 :00-10.00-—Reinsurance technicians (re- 
ports to—reinsurance subcommittee), 
William Bruce, chairman, Cal. 

9 :00-10 :00—Standard Solis ations of 
fire occupancy hazards (subcommittee— 
rates and R. O.), Joseph A. Navarre, 
chairman, Mich 

10 :00-11:00—Assistant secretary office 
functions (subcommittee — executive), 
Donald F. Dickey, chairman, Okla. 

10.00-11 :30—To study rules and regula- 
tions governing sale of credit life and 
credit A. & H. Ins. (subcommittee—life) 
Frank Sullivan, chairman, Kan.; rules 
for writing life and & H. in connec- 
tion with loans. 

10.00-11 :00—Uniform qualifications and 
licensing laws et —laws and 
legislation), Paul A. Hammel, chairman, 
Nev.; Luke J. Kavanaugh, vice chairman, 
Colo. 

10:00-11:00—Workmen’s compensation 
small policy economies (subcommittee— 
workmen’s compensation), Artemas C. 
Leslie, chairman, Pa. 

11 :00-12:00—Blue Cross—Blue Shield 
(subcommittee—accident & health), Ar- 
temas C. Leslie, chairman, Pa.; report of 
subcommittee meeting of October 2-3, 
1953 

11 :00-12:00—Insurance sales on U. S. 
military bases (reports to—unauthorized 
insurance), Wade O. Martin, Ir... chair- 
man, La.; consideration of most ap- 
propriate method of complying with re- 
quest of commanding officers for veri- 
fication of fact that given insurance com- 
panies meet minimum requirements pre- 
scribed by the Defense Act; general 
consideration regarding directive of as- 
sistant secretary of defense. 


11 :00-12:00—Security or insolvency 


funds (subcommittee—laws and legisla- 
tion), Garland A. Smith, chairman, 
Texas. 


11 :00-12 :00—Valuation law amendment 
(subcommittee — workmen’s compensa- 
tion), John R. Maloney, chairman, Cal.; 
Artemas C. Leslie, vice chairman, Pa.; 
receive report of advisory technicians 
on progress of study by National Coun- 
cil on compensation insurance of wage 
distribution tables; any other matter 
submitted for consideration. 

Monday Afternoon 

1:00-2:00 p.m.—Examination manual of 
practice and procedure revision (subcom- 
mittee, examinations), Russell O. Hooker, 
chairman, Conn. 


2:00-3 :00—Auto rates by driver classi- 
fication (subcommittee, casualty and 
surety), George F. Mahoney, chairman, 
Me 


2:00-3 :00—Constitution and by-laws 
revision (reports to—executive commit- 
tee), W. Ellery Allyn, chairman, Conn. 

2 :00-3 :00—To study the question of re- 
insurance (subcommittee, executive com- 
mittee), Artemas C. Leslie, chairman, 
Pa.; Paul A. Hammel, vice chairman, 
Nev. 

2:00-3:00—To study the subject of 
Group life (subcommittee, life commit- 
tee), Charles R. Fischer, chairman, Pa.; 


1—The $20,000-$40,000 limit formula; 2 
Employer contributions to union trus- 
3—The 31-day conversion 


tee contracts. 





4—Other proposals submitted. 

3 :00-4:00—Executive committee, Don- 

ald Knowlton, chairman, N. H.; Wade 
Martin, Jr., vice chairman, La.; elec- 
tions (executive session). 

4:00-6 :00—Executive committee, Don- 
ald Knowlton, chairman, N. H.; Wade 
O. Martin, Jr., vice chairman, La.; ; con- 
stitution and by-laws revised report ; re- 
insuré nce subcommittee report; assistant 
secretary’s office functions subcommittee 
report; future mortgage sites subcom- 
mittee report, special subcommittee re- 
port; blz inks committee report; assistant 
secretary's report; other matters sub- 
mitted for consideration. 


privilege. 


Tuesday, December 1 


9 :00-10:00—Fire and marine commit- 
tee, Paul A. Brown, chairman, Texas; 
George A. Bisson, executive vice chair- 
man, R. I.; Alfred J. Bohlinger, vice 
chairman, N. Y.; 1921 standard profit 
formula subcommittee report; install- 
ment premium plan; annual renewal 
plan; other matters submitted for con- 
sideration. 

9 :00-10:00 — Examinations committee, 
George A. Bowles , chairman, Va.; exam- 
ination practice and procedure manual 
revision subcommittee report; examina- 
tion manual changes subcommittee re- 
port; other matters submitted for con- 
sideration?*,. 

10 :00-11 :00—Definition and interpreta- 
tion of underwriting powers committee, 
Artemas C. Leslie, chairman, Pa.; Robert 
B. Taylor, vice chairman, Ore.; classi- 
fication of fire, marine and casualty in- 
surance (industry report); joint commit- 
tee on interpretation and complaint (in- 
dustry report); report of the industry 
committee on interpretation of the na- 
tionwide marine definition; other matters 
submitted for consideration. 

10 :00-11 :00 — Unauthorized insurance 
committee, Warren N. Gaffney, chair- 
man, N. J.; George O. Burt, vice chair- 
man, S. D.; insurance sales on U. S. 
military bases committee report; direct 
mail solicitation of insurance (Indiana) ; 


other matters submitted for considera- 
tion. 

11 :00-12:30—Plenary session, D. D. 
Murphy, president, presiding. 


No meeting Tuesday p.m. 
Wednesday, December 2 


9 :00-10:15—Accident and health com- 
mittee, Luke J. Kavanaugh, chairman, 
ee ; John R. Maloney, vice chairman, 

Cal.; Blue Cross—Blue Shield subcom- 
mittee report; should there be a rule es- 
tablishing liability on maternity and 
chronic conditions when one carrier of 
group coverage is succeeded by another? 
Requiring companies to make explanation 
in terms that can be understood by as- 
sureds when denial of claim is made; is 
accident and health insurance advertis- 
ing, and if so, what can be done to 
remedy the situation; standard law for 
accident and health insurance (Tennes- 
see); other matters submitted for con- 
sideration. 

9:00 - 10:15—Interstate cooperations 
committee, Walter Dell Davis, chairman, 
Miss.; Alfred J. Bohlinger, vice chair- 
man, N. Y.; any matters submitted for 
consideration. 

10 :30-12:00—Fraternal insurance com- 
mittee, Thomas R. Pansing, chairman, 
Neb.; "John R. Lange, vice chairman, 
Wis.; desirability of recommendation 
that fraternal insurance committee be 
permanently dissolved; other matters 
submitted for consideration. 

10 :30-12:00—Life committee, C. Law- 
rence Leggett, chairman, Mo.; commer- 
cial pension funds—advisability of super- 
vision and regulation by state insurance 
departments; credit life and credit A. & 

insurance subcommittee report; 
Group life study subcommittee report; 
reporting an allocation of income and 


(Continued on Page 34) 
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IT’S NO SECRET 


Why try to keep a good thing under your hat? When 


your company has some solid selling points, it’s time 


to shout and here are a few of the things Bankers Na- 


tional would like to shout about. For one thing, we’re 


now in our second quarter century. 


We didn’t get 


started until 1927, but our insurance in force is now 


close to a quarter of a billion dollars! Each year, new 


business written shows a noteworthy increase. This, we 


unhesitatingly proclaim, is a tribute to the work of our 


agents and to the close cooperation of the home office 


force. 


Life Insurance Company 





MONTCLAIR, n.d. 
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Peter A. Peyser Addresses 
Gilbert V. Austin Agency 


Peter A. Peyser, associate general 
agent of the Peyser agency, Manhattan 
Life, New York, addressed the members 
of the Gilbert V. Austin agency, Aetna 
Life, Brooklyn and Hempstead, recently. 
His subject was “Know Your Prospect 
and Sell His Needs.” 

Peter A. Peyser, son of Percy A. Pey- 
ser, well-known New York general agent, 
entered the life insurance business in 
1946 after his army service in World 
War Il. He is a graduate of Colgate 
University and was a star hockey player, 
and a member of the tennis team at that 
college. He specializes in selling young 
successful men who have potentialities 
for future success. He has qualified 
every year for the Manhattan’s top pro- 
duction club. 

Mr. Peyser was introduced by General 
Agent Austin, after which the agency’s 
advisory council and Mr. Peyser, at- 
tended a luncheon and meeting at the 
Brooklyn Club. 

The Austin agency is now in its 24th 
year in Brooklyn. 


Pacific States Actuarial 
Club Holds Annual Meeting 


Over 50 actuaries from six western 
states met on November 12 and 13 at 
Pebble Beach, Calif., to attend the an- 
nual fall meeting of the Actuarial Club 
of the Pacific States. Meetings were 
presided over by Gordon Bingham, ac- 
tuary, Northern Life. Of particular in- 
terest was the discussion of current 
problems relating to the investing of 
life insurance funds and the resulting 
effects on premium rates and dividend 
scales. 

A lively discussion centered around 
the handling of contingency reserves 
which are earmarked for specific pur- 
poses such as mortality fluctuation re- 
serves and special group insurance re- 
serves. It was brought out that some 
companies handle these reserves as lia- 
bilities in the annual statement while 
others include them as part of the sur- 
plus funds. Arguments were presented 
for and against each approach. 

Other discussions included problems 
relating to the broadening of Social Se- 
curity, the effects of inflation on the 
reduced real value of retirement scales 
and the significance of probable changes 
in the Federal Income Tax Law. 

Attendance included R. B. Richardson, 
president, Western Life, who has never 
missed a meeting since the Club was 
founded 26 years ago. Among guests 
present who participated in the discus- 
sions was N. Guertin, actuary of 
American Life Convention. 

A new slate of officers was elected for 
the ensuing year consisting of President 
A. C, Olshen, West Coast Life; vice 
president, A. B. Brown, Metropolitan 
Life, and secretary, G. F. Waites of 
Coates, Herfurth & England, consulting 
actuaries. 


West Coast Life Manager 

William L. Hardy, agency vice presi- 
dent, West Coast Life, has announced 
the appointment of Howard A. Hartman 
as manager of the company’s agency in 
Boise, Idaho. 

Mr. Hartman was selected for this 
post on the basis of his successful record 
as a personal producer and experience 
in field and home office management. 

Leaving his position as supervisor of 
teachers for the Idaho Public Schools 
in 1946, to enter the life insurance field, 
Mr. Hartman qualified for his former 
company’s leaders club every year and 
in 1950 became a general agent. In 1952 
he entered the home office of the Con- 
tinental Life and Accident as assistant 
to the president, serving in that capacity 
until his appointment as manager for 
West Coast Life. 

A graduate ofthe University of Idaho, 
and a native of the state, Mr. Hartman 
is a member of local Elks, Kiwanis, and 
Masonic Order. 


National Life’s Breakfast 
To Mortgage Bankers Assn. 


Montpelier, Vt—More than 200 per- 
sons dined on stacks of pancakes en- 
gulfed in Vermont maple syrup at the 
ninth annual maple breakfast sponsored 
by National Life of Vermont on Novem- 
ber 11 in conjunction with the annual 
meeting of the Morteage Bankers Asso- 
ciation of America at Miami Beach, Fla. 

For the first time since these break- 
fasts were inaugurated nine years ago, 
was it possible for the president of the 
National Life Insurance Company to at- 
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tend. President Deane C. Davis ad- 
dressed the group, expressing the com- 
pany’s appreciation for the loyalty and 
fidelity of the company’s loan corre- 
spondents, and emphasized the great 
extent to which National Life considers 
its mortgage loan correspondents as part 
of the National Life family. President 
Davis was presented to the group by 
Executive Vice President L. Douglas 
Meredith, who presided. 

The company was also represented by 
Addison C. Pond, supervisor of mort- 
eages and real estate, and Donald H. 
Tetzlaff, assistant supervisor of mort- 
gages and real estate. 








Great-West Reports Gains 

Great-West Life has reported over 
$24,999,000 of new business during Octo- 
ber, more than $600,000 over October, 
1952. Year-to-date business now tcetals 
more than $289,000,000, more than the 
full year’s production of any year prior 
to 1951. 

F. S. Foley, Newark, was leading rep- 
resentative for the company with $248,- 
000. C. A. B. MacRury, Vancouver, was 
leading Canadian representative with 
$143,273. 


Now, you can streamline your filing system 
by using IBM’s “101” to replace customary 
file maintenance methods that require frequent 


reference to several files. 


This fast, accurate electronic machine permits 
changes to be directed immediately to your master 
file. It selects and arranges cards automatically 

at a rate of 450 cards a minute. It checks card 


sequence continuously, eliminating misfiling. 


The “101” gives you closer control over billing, 
facilitates premium and commission changes, 

and offers many other benefits to insurance firms. 
Why not call the local IBM office and get the 
full story today? 





TRADE MaRK 


INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y. 
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Belber’s 10th Milestone as 
Continental General Agent 


Philip C. Belber, general agent in 
Newark of Continental Assurance, ob- 
served his 10th anniversary in this ca- 
pacity on November 16 and the milestone 
was the occasion for a staff dinner party 
at Herms Restaurant in Plainfield. It 
was a felicitious evening for Mr. Belber 
whose Continental career began 17 years 
ago in the eastern department. Before 
opening his own agency he was eastern 
superintendent of agents. 

Harlow G. Brown, vice president, and 
Al Morrison, eastern superintendent of 
agents, represented the company at the 
party and gave appreciative estimates of 
Mr. Belber’s production accomplish- 
ments. His agency ranks among the 
first six in the Continental countrywide. 





BANKERS LIFE SALES SCHOOL 

Ten salesmen from eight agencies of 
Bankers Life of Des Moines, attended a 
senior sales training school at the com- 
pany’s home office, October 5-9. 

The school is the second in a series of 
three under the direction of Roy A. 
Frowick, director of training schools, and 
is for salesmen who have completed their 
second year of the sales training course. 








Peoria Paper Plays Up 6 Men 
Who Were Agts. in That City 


The Sunday Journal-Star of Peoria, 
Ill, recently ran a long feature story 
about some Peoria men who have won 
distinction in the insurance field. The 
latest is Lester O. Schriver who is the 
new managing director of National As- 
sociation of Life Underwriters. The 
others mentioned by the Peoria newspa- 
per are Chester O. Fischer, vice presi- 
dent of Massachusetts Mutual; Fred- 
erick A. Schnell, second vice president, 
The Prudential; Harold J. Cummings, 
president, Minnesota Mutual; Arthur C. 
Louette, president Peoples Life of In- 
diana; and the late A. H. Kahler, presi- 
dent Indianapolis Life. 

Mr. Fischer, after being general agent 
of Massachusetts Mutual in Peoria and 
an early president of Peoria Life Under- 
writers Association and the Illinois state 
association, became general agent in St. 
Louis before being transferred to the 
home office in Springfield. Mr. Cum- 
mings was an agent in Peoria of Equi- 
table of Iowa before joining Minnesota 
Mutual. Mr. Schnell was a general agent 
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New and Progressive 
LIFE INSURANCE WITH Up-to-the-MINUTE 


ACCIDENT & HEALTH 
PROTECTION CREATES GOOD-WILL - - - 


The Priceless Ingredient Necessary for Success with... 
Agency Representatives 


a * 


Interesting Agency Contacts Available to Good Producers 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Home Office: Jamestown, N. Y. 
NEW YORK OFFICE: 60 EAST 42nd Street 
M. O. Doolittle, President 


- HOSPITALIZATION 


and Company 


P. E. Tumblety, First Vice President 












of Penn Mutual in Peoria and was voted 
the city’s outstanding citizen in 1942. 
Transferred to Los Angeles-as general 
agent he was elected president of Cali- 
fornia State Association of Life Under- 
writers. Mr. Kahler was an agent of 
Indianapolis in Peoria in 1910. Mr. 
Louette was also prominent in Peoria 
production circles. Mr. Schriver for 
years was general agent of Aetna Life 
in Peoria. 


Named by Great-West 


Great-West Life has announced the 
appointemnt of George R. Marx as dis- 
trict manager at Eugene, Oregon, under 
the company’s Portland branch. 

In his position as district manager, Mr, 
Marx will continue to assist G. D. 
Elonka, branch manager at Portland, in 
the administration and development of 
the company’s business in Oregon. 
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LIFE INSURANCE 
COMPANY OF IOWA 


FOUNDED IN 1867 IN DES MOINES 
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The Hospit 
Jersey has 
rates will incre’ 


dvised subscri . 
ase up to 50%. 


Now, Mr. Agent, is the time 
for you to offer these business 
owner clients a plan of hospi- 
tal-surgical- medical coverage 
for employees that offers: 

1. Freedom from periodic 
premium increases. 

2. Broad coverage with no 
illness or accident exclusion 
and with no pre-existing ill- 
ness exclusion. 

3. Close, friendly cooperation 
with hospitals and doctors. 





N. J. So-Called. 
Non-Profit Plan 


Rate : 
Announces 7 ben 


Increase 1!!! 


‘oe Plan of New 
al Service sine thank 






Plenty of companies write the larger 
groups and permit Agents and Brokers 
fo earn commissions. 


AMERICAN HEALTH COMPETES WITH 
“NON-PROFIT” PLANS AMONG SMALLER 
AND MEDIUM SIZE GROUPS 


Write E. D. Lister, Manager, New Jersey State Office, 
Military Park Bldg., Newark 2, or call MArket 2-2888. 


AMERICAN HEALTH INSURANCE CORP. 


BALTIMORE 2, MARYLAND 


~ 





_ Why 


any 
longer? 







4. Prompt claim settlements 
directly from the New Jersey 
State Office. 

5. Recognition of the agent 
or broker as an important in- 
termediary in the client-com- 
pany relationship. 

You and your clients get all 
these advantages when you 
deal with American Health. 
We make it possible for you 
to compete with so-called non- 
profit plans. 
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HEARD on the WAY 








Governor Dewey of New York who 
was to have addressed the Life Insurance 
Association of America at its annual 
luncheon in Waldorf-Astoria at time of 
LIAA annual meeting has canceled his 
acceptance of invitation to speak there. 


Ralph Sanborn, formerly general agent 
here of State Mutual Life, and for some 
years later with John Hancock as an 
agent specializing in business insurance 
and employe relation plan cases, now 
spends considerable time in Hampton 
Falls, N. H., where he has opportunity 
to carry through the vocational develop- 
ment of his long-standing interest in the 
photographing of flowers in color. An 
example of his work was seen on the 
cover of the July issue of Popular 
Gardening. 


E. J. Faulkner, president of the Wood- 
men Accident Co., has given me the fol- 
lowing account of ten-day experience in 
attendance with 70 other civilian leaders 
at the joint civilian orientation confer- 
ence conducted by the Department of 
Defense. Says Mr. Faulkner: 

“To have attended this gathering was 
an experience so diverse and magnificent 
as to leave me almost without the power 
of description. A truly fine group of 70 
men attended—drawn from all walks of 
business and professional life. Only two 
of us were from the insurance industry 
—John H. DeCourcy, prominent general 
insurance man of Portsmouth, N. H., and 
myself. 

“We gathered at the Pentagon where 
we were briefed by the Secretaries of 
Defense, Army, Navy and Air Force and 
by the Joint Chiefs of Staff. We then 
proceeded to the marine base at Quan- 
tico for a demonstration of amphibious 
warfare; next to Eglin Field Air Force 
base where he witnessed an impressive 
display of air power. Then to the infan- 
try center at Fort Benning, Ga., where 
we were given a complete showing of 
what the ground forces are and what 
they do, including an airborne operation, 

“Our next experience was at Norfolk 
where we boarded the carrier USS 
Tarawa for a task force maneuver in the 
Atlantic. The capping climax was a 60- 
knot gale off Cape Henry which kept us 
at sea some 24 hours longer than plan- 
ned. 

“In the ten-day period we experienced 
almost every thrill and sensation that 
you can imagine. We emerged as jet 
airplane jockeys, honorary doughboys, 
honorary marines, and old salts, quali- 





Southland Life School 


For the first time since Southland Life 
established its comprehensive training 
program in November, 1951, the company 
has found it necessary to divide a school 
into two sections because of a too-large 
enrollment. A prescribed rule for each 
home office school is that students must 
be held to a number small enough to 
insure individual attention. Four such 
schools interspersed among supplemen- 
tary on-the-job study courses make up 
the training program. 

As a result of Southland’s accelerated 
expansion program the school for new 
men, scheduled for November, brought 
out 24 enrollees. Unwilling to sacrifice 
any of the individual treatment which 
has proved so satisfactory, Herman Ford, 
assistant vice president and director of 
sales training, split this New Man’s 
School into two sections. The first group, 
comprised of 13 Southlanders, attended 
a home office school in Dallas November 
9-13. The second group of 11 men 
will receive the same training this week. 


fied to walk fore and aft in 60-knot 
weather having graduated in gales. We 
came away impressed most of all with 
the high calibre of the personnel of our 
military establishment, both officers and 
enlisted men.” 

Unele Francis. 


Mrs. W. W. Luman Dead 

Mrs. William W. Luman, 63, wife of 
a prominent agent of Aetna Life, died in 
Scarsdale, N. Y., at Manhattan Sani- 
tarium this month. She was a member 
of the Westchester chapter of Interfaith 
Council, Motion Picture Council of 
Westchester, and Episcopal Actors Guild. 
She was a graduate of Northwestern 


University. 


Great-West Appointments 

Great-West Life has announced two 
changes in its Group sales organization. 

3yron L. Taggart, formerly assistant 
Group supervisor at Philadelphia, has 
been appointed Group supervisor at St. 
Louis. He will supervise the company’s 
Group operations in 
and Southern Illinois. 

Henry Van Baak has been appointed 
Group representative at the company’s 
Detroit branch. 


Missouri, Kansas 
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In. mid-1954, The Greenbrier will offer enlarged and im- 
proved facilities for group meetings at famous White 
Sulphur Springs, West Virginia. The New Auditorium wing 


Auditorium Wing 
at The Greenbrier 





will offer groups up to 1,000 the most modern meeting 


facilities to be found anywhere. 


The new addition will have an 8,600 sq.-ft. auditorium 
with a capacity of 1,075 for meetings and 860 for banquets. 


A theater with continental style seating and an inclined floor 


will accommodate 400. Both will have full stages with all 
facilities, plus the latest projection equipment and P A. 
systems. Various sized smaller meeting rooms are also in- 
cluded. The entire wing will be air conditioned. 


For detailed information about the new meeting facilities, 
address: DIRECTOR OF SALES 






WHITE SULPHUR SPRINGS, WEST VIRGINIA 


Telephone: White Sulphur Springs 110 


Teletype: White Sulphur Springs 166 


Or inquire of Greenbrier offices in New York, 588 Fifth Ave., JU 6-5500 * Boston, 73 Tremont St., 


LA 3-4497 © Chicago, 77 W. Washington St., RA 6-0625 * Washing 





I Bldg., RE 7-2642 








AUDITORIUM set for banquet 


Dimensions — 72’ wide by 112’ long. No 
obstructions. Fully equipped stage 

40’ x 20’, orchestra pit, dressing rooms. 
Motion picture and slide projection. 
PA. system. 

110-220v. A.C. power supply with ample 
outlets. Pantries and kitchens adjoining. 





THEATRE 


Dimensions 56’ x 76’. 

Inclined floor, continental seating. 
Fully equipped stage, 64’ x 16’ 

(40’ proscenium opening), 
orchestra pit, dressing rooms, 
Motion picture and slide projection. 
PA. system. 

110-220v. A.C. power supply. 
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Philadelphia Life Agents Stimulated 


By Miami Beach Convention Nov. 2-5 





Left to right—Mrs. William Elliott, 


Climaxing a 15-month qualifying pe- 
riod, 134 top producers of the Philadel- 
phia Life and their wives met with home 
office officials at a convention November 
2-5 in the Sans Souci Hotel, Miami 
3each, Fla. It was one of the most suc- 
cessful gatherings held by this company 
—a well blended program of fun and 
seriousness—with an atmosphere of good 
fellowship prevailing. 

The program makers adopted as the 
theme of the convention “Have Fun.” 
The speeches were built around “having 
fun” in the many aspects of company 
activity. Speakers included Philadelphia 
Life’s president, William Elliott; Theo- 
dore C. Knapp, executive vice president ; 
Joseph E. Boettner, vice president and 
superintendent of agencies; Joseph E. 
Colen, president of Machined Metals 
Co., and a member of the board of di- 
rectors of the Philadelphia Life, and 
Russel G. Cohn, general agent in York, 
Pa. Mr. Cohn is one of the leading pro- 
ducers for the Philadelphia Life and is 
also a life member of the Million Dollar 
Round Table. 

One of the highlights of the conven- 
tion was a “Florida Night” evening at 
which an elaborate outdoor buffet was 
served and a water show presented. Pete 


Des Jardins and his internationally fa- 
mous Aquacade produced the show 
which included the hilarious “Aqua- 


Maniacs,” the laugh provoking “Drown 
Princes of Water.” Dancing under the 
stars followed the water show. 

Another convention feature was a 
deep- ih fishing trip which was enjoyed 


by 24. Each person on the trip caught 
at are one fish, with the honor going 
to David M. Lenz, Jr., Philadelphia, for 


the largest catch—a 35-pound sailfish. 
Commissioner Larson Greets Convention 

On the evening of November 4 a re- 
ception was held at which Florida Insur- 
ance Commissioner J. Edwin Larson 
greeted the Philadelphia Life conven- 
tioneers and their wives 

At the president’s banquet 
the reception, E. A. Faircloth, 
Deputy Insurance Commissioner, spoke 
to the group on behalf of Mr. Larson 
who was unable to attend for the entire 
evening. President Elliott then spoke on 
the importance of performing a sincere 
and sound service to the public. 

A final session was held the morning 
of November 5 at which Mr. Elliott was 
the main speaker. As the convention 
came to a close all agreed on the bene- 


following 
Florida 





K. C. LIFE GENERAL AGENT 

C,. W. Bramlett, Jr., Marietta, Geor- 
gia, has been appointed general agent 
for northern Georgia by Kansas City 
Life. His territory covers 56 counties in 
the northern part of the state. 

He has had 10 years of sales experi- 


ence, three of them in the life insurance 
business as a personal producer and a 
district manager. 





President Elliott and E. A. Faircloth 


ficial results obtained in having the 
opportunity to exchange ideas with fel- 
low producers and home office people. 








Mass. Mutual Appointments 


Massachusetts Mutual Life has estab- 
lished its first general agency in Ari- 
zona and has named Charles A. Abair, 
formerly general agent at Barre, Vt., 
to head the new agency at Phoenix. The 
Phoenix agency will serve the entire 
state of Arizona. To succeed Mr. Abair 
at Barre, John E. Marsh has been ap- 
pointed general agent. 

Mr. Abair joined the Massachusetts 
Mutual in 1938 following his graduation 
from Vermont Junior College and has 
been general agent at Barre sinte 1944. 
He is a past president of the Vermont 
State and Central Vermont Associations 
of Life Underwriters, has served on the 
credentials committee of the National 
Association, and was a charter member 
of the Vermont Estate Planning Coun- 
cil. He was also active in a number of 


Barre civic and community organiza- 
tions. 

Mr. Marsh has been associated with 
the Barre Agency since 1946, and for 


the past three years has been an agency 
supervisor. A leading representative, he 
has received the National Quality 
Award for the past five vears. The son 
of the late Stanley F. Marsh, who was 
general agent for the company at Barre 
from 1938 to 1944, he is a graduate of 
the Babson Institute of Business Ad- 





New England Mutual Group 
Managers Meet in Boston 


“Cornerstone Conference,” the first 
general meeting of New England Mutu- 
al’s district Group managers and repre- 
sentatives, is being held at the home 
office in Boston this week. 

The Group fieldmen are participating 
with home office personnel in a series 
of seminars on subjects ranging from 
technical Group underwriting 
matters to life company investments and 
general trends in Group sales. 

Speakers and moderators for the ya- 
rious discussions include President 0. 
Kelley Anderson, Vice President Walter 
Tebbetts, Vice President George L, 
Hunt, Financial Vice President Sherwin 
C: Jadger, Walter Bjorn, Director of 
Group Insurance, William R. Christmas, 
Group Secretary and other executives 
of the Group insurance department. The 
meeting wz as organized and is being di- 
rected by Carl A. Whitman, dirctor of 
Group ng 


highly 





ministration, a World War II veteran, 
and a member of the Central Vermont 
Association of Life Underwriters and 
the Barre Rotary Club. 











































Our Agents Retirement Plan 


The qualified LNL agent benefits liberally under his company's retire- 
ment plan. He is rewarded according to his length of service and insur- 
ance in force. And, after 65, he maycontinue to write business and receive 


commissions in addition to his substantial retirement benefits. 






Lincoln 

















The 






National's 
ment plan for agents is another reason 
for our proud claim that LNL is geared 
to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 
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Equitable Society Agents 
Turn in Record Volume 


More than $939 million of Ordinary 
and Group applications were submitted 
by Equitable Society agents during Oc- 
tober, breaking all records for Fall sales 
campaigns in the Society’s history. Na- 
tion-wide enthusiasm for the extra sales 
effort continued to snowball throughout 
the month and almost 20,000 Ordinary 
cases were written in the last two days 
of the campaign alone. 

Dedicated to Senior Vice President 
Alvin B. Dalager, the campaign was di- 
rected by the agency managers serving 
as — of the Society’s six re- 
pi nal sales departments and was field- 
planned and supported all the way. In 
recognition of his 36 years of Equitable 
service, more than 200 agents secured 36 
or more Ordinary applications or Group 
case credits apiece to earn a special 
honor roll listing in this first campaign 
to honor Mr. Dalager. In all more than 
6.500 agents participated in the cam- 
align. 
Total Ordinary volume recorded in 
October was $302,180,058, while Group 
applications amounted to $637,640,183. 
The number of Ordinary cases submitted 
was 59,289, representing 237% of the 
campaign quota which had been set at 
25,000 cases. Group production. for which 
no quota was set, covered 388 firms. 


Berkshire Field Men 


Honor President Amber 


One hundred thirty-six Berkshire Life 
agents in an “Apps for Amber” sales 
campaign, during the week of Novem- 
ber 1, produced 258 life applications for 
a total of $3,008,125 and 116 A. & H. 
applications for a total of $9,875 in yearly 
premiums. 

The campaign was in honor of Presi- 
dent Harrison L. Amber, who on No- 
vember 9 marked his 11th anniversary 
as president of the company. 

S. S. Wolfson, general agent, New 
York, in the role of campaign director 
of the 16th Annual Berkshire Boosters 
Campaign, October 12 to November 30, 
1953, made the presentation to President 
Amber at the home office on behalf of 
the Berkshire Life field men. 

Hamilton M. Redman, vice president 
and treasurer, presented to President 
Amber a scroll showing a comparison of 
the company’s report as of September 
30, 1942, with a similar report as of 
September 30, 1953. 

Mr. Redman pointed out the great 
progress of the Berkshire during the 11 
years Mr. Amber has served as presi- 
dent. The amount of insurance in force 
increased from $228,276,722 to $440,353, 
583; the company’s assets increased from 
$71,508,014 to $145,288,544; policyholders’ 
reserves increased from $59,499,145 to 
$112,299,574; policyholders’ funds in- 
creased from $8,788,854 to $22,365,714; 
dividends apportioned for one year in- 
creased from $574,000 to $1,276,588; sur- 
plus increased from $1,781,590 to $6,- 
952,249. 

In response, Mr. Amber paid tribute 
to the others who had made the com- 
pany’s growth and progress possible. 


Mutual of N. Y. Leaders 


The New York (Myer) agency of Mu- 
tual Life of New York led all of the 
company ’s agencies throughout the coun- 
try in volume of fc 2 a8 sold during 
October and the San Diego agency was 
first in number of policies sold, it was 
announced by Stanton G. Hale, vice 
president for sales. The New York 
(Myer) agency is managed by Richard 
E. Myer, CLU, and the San Diego 
agency by Kay R. Hodgkinson. 

The Myer agency also held second 
place in number of policies sold. Leland 

. Waggoner’s Boston agency ranked 
second in volume of insurance sold, 

The Cleveland agency, managed by 
Gage Tyner, was third in volume, and 
Grand Rapids, managed by Charles E. 
3rown, third in policies sold. 





IRA P. EVEN ANNIVERSARY 

Ira P. Even, manager of The Pru- 
dential’s City of Lakes district office in 
Minneapolis, observed his 30th anni- 
versary with the company. 

Mr. Even joined Prudential as an 
agent in St. Paul following military serv- 
ice during World War II. He held 
several supervisory posts there and in 
1943 he was transferred to Minneapolis 
and promoted to manager of the City of 
Lakes district. 


Penn Mutual Record Month 


Penn Mutual Life’s paid-for business 
during the month of October added up 
to the greatest production month in the 
company’s 106-year history—$37,343,944— 
exceeding by almost a million its largest 
month preceding the Korean situation, 
and representing a 2342% increase over 
October of last year, it is announced by 
Vice President and Superintendent of 
Agencies D. Bobb Slattery. 


PRUDENTIAL MANAGER 


Appointment of James F. Seguin, Jr., 
as manager of The Prudential’s Lake 
View district office, Chicago, has been 
announced by W illiam In, gram, director 
of agencies for Prudential’s Illinois re- 
gion. 

Mr. Seguin joined The Prudential as 
an agent in Chicago in 1948. In 1949 he 
was advanced to a staff managership in 
the company’s Blue Island district office, 
where he was one of the company’s lead- 
ing staff managers. 




































































Great-West Lire 


ASSURANCE COMPANY 


You love them... 
protect them! 















































Heart Appeal and Sales Appeal 


This Great-West Life poster with its simple but powerful message will 


appear in 76 cities and towns throughout the United States and Canada 


during 1953. The heart appeal of two smiling youngsters is a reminder 


of the most compelling reason of all for buying life insurance— 


love of family. 


Thus, the sales efforts of Great-West Life representatives in 1953 are 


supported on busy thoroughfares and at important corners by outdoor 


advertising. Millions of people will see and note the message and 


challenge of “You love them .. . protect them!” 





BarnlJ/esr Lone 


ASSURANCE 


HEAD OFFICE - WINNIPEG, CANADA 


COMPANY 
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demonstrate the ways in which life 

insurance serves typical American 

families—and to remind families 


everywhere that “The New York 


One of a series of advertisements 


Life Agent in Your Community is a 


meee i look ahead 


That was in 1933... but 
since then Frank Camin, 
with his New York Life agent, 
Claude Stubblefield, 


has taken a new look... 


cape CAMIN is what you’d call a successful 
man. He owns a modern, comfortable house 
on Iowa Avenue, Fresno, California. He owns and 
operates a thriving barber & beauty supply shop 
in Fresno. He has an attractive wife and four 
children, of whom he is justly proud and for whom 
he provides a comfortable living. 

If you asked Frank Camin today, he’d tell y 
that he owes a good share of success—and a tre- 
mendous amount of peace of mind—to life insur- 
ance. Which shows you how a man’s viewpoint 
can change over the years... 

When Claude Stubblefield, a New York Life 
agent in Fresno, first spoke with Frank about his 
life insurance twenty years ago, Frank’s first im- 
pulse was to turn him down. Frank was only 
twenty-three years old. He was single. He had no 
special family responsibilities. His salary, as a 
clerk in a local barber & beauty supply shop, was 
modest, indeed. 


om Bi Sx Peggy and Albert, the two older children, are avid stamp 
sep et rer collectors, great ping-pong enthusiasts. Both like to help their 
: Dad at the store after school— Albert “learning the business,” 
Peggy trying out new beauty preparations her father sells, 
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And so his answer to Claude Stubblefield was, 
“What’s the point of my having life insurance? 
I’m not ready for it yet!” 


However, one of the things Claude Stubble- 
field had told him about life insurance did appeal 
to him. That was the fact it builds up cash value 
as the years go on. And Frank Camin, at twenty- 
three, already had visions of someday owning a 
store of his own. It was that incentive, more than 
anything else, that made him change his mind and 
take out his first New York Life policy. It was a 
small one, to be sure—but it was a start. 


About two years after that, Frank married 
and began establishing his own home, began cast- 
ing about for ways to progress in business. Within 
a few years he was able to “buy into” another firm 
as partner, and just before the war he finally went 
into business for himself in a small way. ° 


While he was in the service during the war, 
his wife Ruth looked after the children and man- 
aged the store. Since the war all of Frank’s efforts 
have been directed toward building up his home 
and enlarging his beauty supply business. 


Meanwhile, as the years went by, Frank Camin 
and Claude Stubblefield met and revised their 
original life insurance plan a dozen times or more. 
As each of the four children arrived, a small policy 
was taken out to serve as the foundation for 
“college money” later on. Frank’s own life insur- 
ance was increased several times. His Government 
Insurance was converted into ordinary life and 
included in the over-all plan. Social Security was 
“figured in.” As the needs of the Camin family 
changed and Frank’s investment in his business 
increased, his insurance program was changed 
to fit. 

To Frank Camin, owning life insurance has 
already proved its worth many times. At one point 
just after the war when he had an opportunity to 
expand his business, a loan on his New York Life 
insurance policies helped make it possible. A little 
over a year ago he was again able to take advan- 
tage of a chance to increase his inventory—and 
his earnings—in the same way. Meanwhile, he 
enjoys an excellent credit rating, because of the 
added financial backing his life insurance gives him. 


If Frank Camin were by any chance to die 
prematurely, here is what would happen: Ruth 
Camin and the children would have a monthly 
income of $300 for ten years—until Albert, the 
oldest, is through college. Their home would be 
theirs, free and clear. And a special New York Life 
policy for an additional $10,000 would take care 
of any business indebtedness and see that the 
store, too, would go to his family intact and free 
of any encumbrances. ' 


Or if Frank and Ruth Camin live to retire- 
ment age, they will then be able to sell the busi- 
ness, or turn it over to the children, and live 
comfortably on the income their security program 
will make possible. 


If you would like to find out about starting 
some long-range plans for the protection of your 
family or the establishment of financial security 
for your own later years, write today for our free 
booklet, “Planning Your Family’s Security.” 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 
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It’s not easy to take long vacations when you run 
your own business. For relaxation, Frank Camin 
enjoys gardening, likes to take his family picnicking 
on the beautiful hills outside Fresno when he can. 








Neil, the younger boy, is at an age when all things mechanical 
appeal to him, insists that his toys be kept in working order. 


Ruth Camin does up Peggy’s hair while her 
daughter reads—will let her try out a new hair 
drier Frank has just brought home for “‘testing.” 
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Meetings like this between 
Frank Camin and his New 
York Life agent, Claude Stub- 
blefield, have thus far resulted 
in a well-knit security pro- 
gram for Frank’s wife and fam- 
ily, will help make it easy for 
his children to take over the 
business when they grow up. 
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BOOKS TO HELP AND TRAIN 
STATE INSURANCE DEPART- 
MENT EXAMINERS 


As the outgrowth of a_ three-year 
course of lectures given at New York 
State Insurance Department for in- 


service training of junior and assistant 
examiners of the Department, inaug- 
urated by Superintendent Bohlinger in 
the fall of 1952, Department has 


begun publication of six volumes of lec- 


the 


tures and other allied material. 
In the past, Adelbert G. 
Jr., Deputy Superintendent in a fore- 


says Straub, 


word of Volume 1, there has been a 
notable lack of formal training ma- 
terial on the techniques of insurance 


company examinations. In the past, in- 
dividuals engaged in this highly complex 
work have relied entirely on their own 
initiative and on their 
learn the difficult art of conducting “a 
Moreover, the rapid 
has 


supervisors to 


good examination.” 
growth of multiple-line operations 
vastly increased the complexity of insur- 


ance company examinations in recent 
years. 
For these reasons the availability of 


this lecture series in book form will aid 
the Department in preparing all new ex- 


aminers for their responsibilities and 
will broaden the prospective and further 
the technical proficiency of the entire 


examinations staff. Beyond that, it is 
hoped that the publication will satisfy 
a long-felt need among insurance super- 
the United 


value to in- 


visory Officials throughout 
States as well as proof of 
surance companies. 

These volumes are prepared under the 
direction of Deputy Straub and a good 


job has been done. 
BROKERS IN ADJUSTMENTS 


It is the general practice among fire- 





marine insurance companies not to per- 
mit producers to participate in actual loss 
adjusting other than upon a limited scale. 
There are some general and many indi- 
but it is 
the 


vidual exceptions to this rule, 


observed in the main. Nevertheless, 


producer can play an important role in 
adjustments without trying to determine 
the extent of loss, and in this connection 
Harold S. Daynard, independent adjuster 


‘ 


expressed his views 


New York City, 
at a meeting of the Greater New York 
Insurance Brokers’ Association. 

Mr. Daynard, speaking from a broad 
background of experience, stressed that 
a broker’ should notify a company 
quickly in event of any loss and then 
should inform his assured that an ad- 
juster will call to discuss the loss and 
inspect the damage. The producer can 
tell his policyholder to give full 
straightforward disclosure of all perti- 
nent facts and to secure, if possible, 
price, place and date of purchase of lost 
or damaged articles. 

The broker can help by assuring a loss 
claimant that he should not leave every- 
thing as it was at the time the loss oc- 
curs. It is an assured’s legal duty to 
take all reasonable steps to minimize 

loss and he should separate damaged 
from undamaged property and otherwise 
further damage oc- 


and 


act to prevent any 
curring. 

Another important piece of advice is- 
sued by Mr. Daynard is that producers 
and assureds should not ask adjusters 
for favors nor should they treat or offer 
gratuities to adjusters. Loss men, he 
said, are paid to do their jobs and are 
favorably impressed by those who 
would, through favors, appear to seek 
better loss settlements than they might 
be entitled to. In the event that an as- 
sured and his adjuster cannot agree on 
the producer is advised to 
three-sided conference 


not 


a settlement, 
arrange for a 
with the company. 

Above all, Mr. Daynard said, many a 
” can be “adjusted” by the broker 
or agent in advance if the insurance is 
written properly. He cited several in- 
stances in the inland marine field where 
failure to write the coverage correctly 
or to limited recovery 


“loss 


led to no recovery, 


after loss. 





Alpheus J. Gillette, president of the 
California State Association of Life Un- 
derwriters, addressed the Sacramento 
Association of Life Underwriters at their 
monthly meeting this week. 

Commerce Secretary Sinclair Weeks 
last week announced appointment of 
Rear Admiral Harold Blaine Miller, USN 
(Ret.) to head the White House Confer- 
ence on Highway Safety, which Presi- 
“ge gaasee has set for February 





W. L. Haprey, Vice President 
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Oswaldo Riso, James S. Kemper, Mario Angelo Cerne 



















The Hemispheric Insurance Conference scheduled to be held in Rio de Janeiro 
on August 23-27, 1954, was subject of discussion between James Scott Kemper 


and 


two of the principal insurance men of South America at time above photograph was 


taken. Mr. Kemper, United States Ambassador to Br 


azil, shown in center of picture, 


is chairman of Lumbermens Mutual Casualty and other companies in the Kemper 
insurance group whose headquarters are in Chicago. With Ambassador Kemper in 
the picture are Oswaldo Riso of Seguranca Industrial Companhia National de 


Seguros, 
Mario Angelo Cerne, Cia., 


chairman of the host committee for the hemispheric conference, 
International de Seguros. 


and 





John G. Mayer, executive secretary of 
the New York State Association of In- 
surance Agents, Inc., addressed a lunch- 
eon meeting of the Casualty and Surety 
Club of Syracuse in the Hotel Onondaga, 
Syracuse, N. Y. He discussed current 
problems relating to automobile insur- 
ance. 

* * * 

Bruce Hoblitzell, Sr., insurance agent 
and real estate operator, ran ahead of 
the Democratic ticket for the post of 
Sheriff of Louisville, Ky., on November 
4, when the Democratic party carried 
every office with the exception of one in 
the city and county. Mr. Hoblitzell a 
year or so ago was discussed for mayor, 
but refused the nomination. Later he 
agreed to run for sheriff. 

* *« © 


Alfred J. Bohlinger, Superintendent of 
Insurance of New York, will be guest of 
honor at the annual dinner December 8 
of the general insurance division of 
Federation of Jewish Philanthropies at 
Hotel Vanderbilt, New York. The deci- 
sion to honor Mr. Bohlinger was an- 
nounced in a joint statement by George 
P. Frenkel of Frenkel & Co., and Harry 
R. Lea of Harry R. Lea Co., division 
co-chairman. This gathering will mark 
the high point of the division’s efforts 
in behalf of the Federation’s current 
campaign to raise $16,950,000, an increase 
of $2,450,000 over 1952—to support its 
network of 116 hospitals and social wel- 
fare agencies. 

oe 

Appointment of Kurtz A. Fichthorn as 
manager of the local claim office in Hart- 
ford, succeeding J. Ronald Regnier, has 
been announced by E. A. Cowie, vice 
president of the Hartford Accident & 
Indemnity Co. 

Mr. Fichthorn has been associated 
with the Hartford Accident since 1934, 
first as an adjuster and in recent years 
as supervisor in the Hartford Claim 
Office. He was graduated from Andover 
Preparatory School and Hartford Col- 
lege of Law, and attended Yale Univer- 
sity. 

Mr. Regnier, who has served for sev- 
eral years as trial attorney in addition 
to claim manager in Hartford, will 
henceforth devote his entire time to trial 
work for the company. He is an alumnus 
of Trinity College and the Yale Law 
School. 





Commissioner Joseph A. Navarre of 
the Michigan department has been con- 
fined to St. Lawrence hospital in Lan- 
sing for several days following a recur- 
rence of a nervous condition which re- 
sulted in his hospitalization several 
months ago. Department executives said 
he was reported improved early this 
week and probably would be discharged 
from the hospital in a few days. 


* * * 


President Asa V. Call of Pacific Mu- 
tual Life is heading a group of 80 promi- 
nent Los Angeles citizens forming a 
Southern California Air Pollution Foun- 
dation to combat the “smog” problem 
that is vexing the city, the Foundation 
to consider it on a community-wide long 
range basis. In speaking of the prob- 
lem, Mr. Call is quoted as saying: “As 
of today smog is the most serious mat- 
ter that faces this area. A number of 
corporations, government agencies, and 
others have done a lot on smog and have 
done some good. This should be a pro- 
gram carried out over a long period of 
years. We believe this is the type of 
organization that should heve the sup- 
port of government at all levels, state, 
county and city. We believe that busi- 
ness and industry will help. 

Soe 


Edward W. Marshall, vice president 
and actuary of Provident Mutual, has 
been elected chairman of the actuarial 
advisory committee for the Veterans 
Administration. Mr. Marshall has been 
a member of the committee since his ap- 
pointment in 1948. The other members 
of the committee are William Breiby, 
vice president, Pacific Mutual, M. E. 
Davis, vice president and actuary, Met- 
ropolitan, Valentine Howell, executive 
vice president, Prudential, and A. J. 
McAndless, president, Lincoln National. 


Ae) ae Tike 


D. deR. M. Scarritt, manager of Asso- 
ciated Aviation Underwriters in New 
York, has announced appointment of 
Paul W. Herbert as manager of its 
Kansas City office. Mr. Herbert was for- 
merly with the concern in both its Los 
Angeles and Dallas offices. 

Mr. Scarritt also announces that J. 
Robert Chapman who has been manager 
of the Kansas City office since it was 
opened in 1946, has resigned to go into 
the agency field. 






















ong 
“( »b- 


“As 


nat- 
- of 
and 
ave 
yro- 
| of 

of 
sup- 
ate, 
usi- 


lent 
has 
rial 
“ans 
een 
ap- 
ers 
iby, 
[et- 
tive 


nal. 


Sso- 
New 
of 
its 
for- 
Los 


ta 
ier 
was 
into 








November 20, 1953 











Horace S. Ely & Co., N. Y. Realty 
Management Firm, Celebrating 
Centenary 


The New York City real estate man- 
agement organization of Horace S. Ely 
& Co., which for years has been closely 
associated with the geography and activi- 
ties of Greater New York’s downtown 
insurance district, and which has never 
operated in real estate for its own ac- 
count, is beginning its second century of 
operation. President of Horace S. Ely 
& Co. is Matthew Griswold Ely. Cecil 
C. Simmons specializes in downtown area 
management and brokerage and Russell 
M. Beckley has similar duties in mid- 
town management and brokerage. Alex- 
<< E. Lyon is secretary and Richard 

Nevius is treasurer. Head of the ap- 
othe department is Richard B. Goetz. 
Engineering Fig wer nae is under the di- 
rection of T. A. Taylor. Stanley S. Wool- 
ley, president of New York chapter of 
Society of Industrial Realtors, is in 
charge of industrial activity. The insur- 
ance department is conducted by Harold 
Tappey; mortgage servicing by Sydney 
Speer, and sales by David Weir. 

Matthew G. Ely, Jr. and Woicott G. 
Ely, sons of the president, are active in 
the business. Uptown office at 2929 
Broadway is headed by Horace E. Brit- 
ton, his activity being largely in man- 
agement of apartment house buildings 
principally in neighborhood of Columbia 
University. 

Abner Lord Ely, founder, was born in 
1805. His father, a minister in a small 
parish in South Salem, Westchester 
County, N. Y., was a great-great grand- 
son of Richard Ely (1610-1690) who came 
to America from Plymouth, England, in 
the middle of the 17th century. Abner 
Ely established himself in the dry goods 
business. Among the present records of 
the firm is a lease dated August 21, 1833, 
between Henry Mott and Abner L. E ly 
covering a store at 259 Pearl Street. 

In 1835 came the most devastating fire 
in the history of the city, completely 
destroying 693 buildings in 13 acres of 
down-town New York south of Wall 
Street. This fire terminated Abner’s 
venture on Pearl Street. On January 1, 
1836, Abner L. Ely & Co. was formed 
to carry on a “drygoods business” at 65 
Maiden Lane, the northwest corner of 
William Street, a location now graced by 
the large office building of the Home 
Insurance Co., which also is celebrating 
its centenary. 

In the early 40’s it was common prac- 
tice to rely on individuals to perform 
services now generally undertaken by 
banks, such as the collection of notes and 
trade acceptances, honoring of letters 
of credit, even the discounting of nego- 
tiable paper and the extension of short- 
term credit. Abner was at home among 
such transactions. Perhaps it would be 
a traveling son who would be given a 
letter of credit drawn on Abner by his 
parent in some remote or foreign city. 




















Or a farming acquaintance would ship 
several firkins of butter for Abner to sell 
at the best possible price. Then, too, 
some one needed help in obtaining a 
mortgage, or advice as to the type of 
property suitable for investment. Again, 
some friends going to live abroad would 
leave with Abner power-of-attorney to 
handle his finances or real estate during 
his absence. In any event, Abner’s char- 
acter and reputation invited the trust of 
his fellow men. 

And it was in this way, through what 
might be called a backdoor approach, 
that Abner entered the real estate busi- 
ness. In January, 1852 the property at 
21 Platt Street was purchased by Abner 
for one of his foreign clients for $14,000, 
for which he received a commission of 
2%. This is the first deal negotiated 
of which there is documentary evidence, 
although it is certain that he arranged 
the purchase of many properties prior 
to that date. This parcel is now incor- 
porated in the site of 90 John Street, 
home of Chubb & Son and many other 
prominent insurance companies. 

One of Abner’s early clients was 
Thomas Barron, a retired Louisiana mer- 
chant, who had amassed a fortune of 
$8,000,000 by the time he died in 1875. 
A statement to Mr. Barron, dated 
October, 1851, records the cost of a store 
building erected under Abner’s super- 
vision at 29-31 South William Street. 
This little building cost approximately 
$11,000, including $2 paid to the “con- 
stable.” An interesting account for the 
same client was the joint trading ac- 
count rendered by Abner in connection 
with the periodic voyages of the schooner 
“F, Barron.” 

In May, 1852, the property at 85 Pearl 
Street was committed to Abner’s care by 
its owner, Rutsen Suckley. In 1953 this 
same property is still in charge of Ely 
& Comps iny, having been managed by 
them for the Suckley family for 101 
years. 

From the foregoing it is apparent that 
Abner Ely was engaged in real estate 
management and brokerage from the 
early 1840’s. The question then arises as 
to the reason why the present firm em- 
ploys in its advertising the phrase 
“Established in 1853.” While the original 
use of the date 1853 is lost in the dim 
past and it would today seem more ap- 
propriate to select the year 1843 as the 
starting date, there is in Abner’s books 
a clue which may shed some light on 
this particular subject. The records indi- 
cate that although the silk business re- 
ceived less attention each year and 
dwindled accordingly in volume, it was 
still represented on Abner’s books by an 
account labeled “Merchandise” until the 
year 1853. Each year an inventory was 
taken and entered on the books until 
finally in the middle of the year 1853 
the account was closed, the goods either 
sold or written off as worthless, and 
Abner’s divorce from the merchandising 
of silk was complete. 

Abner was at 65 Maiden Lane from 
about 1836 to May 1, 1855. Leases are 
available for the periods subseqeunt to 





MATTHEW G. ELY 


May 1, 1844, and show that he paid in 
rent for the building $1,300 per annum to 
May 1, 1851, and $2,100 per annum there- 
after, and paid the taxes as well. In 
1845 the building was assessed for $18,- 
000, and with a tax rate of 89 cents the 
taxes came to $161.17. By 1855 the tax 
rate had jumped to $1.21 and the assess- 
ment to $20,000, which required from 
Abner a payment of $241.20. At the 
present time taxes on such an assess- 
ment would run in excess of $600. During 
Abner’s occupancy of this building, Wil- 
liam Street was widened, an alteration 
which made necessary the reconstruction 
of the wall of Abner’s store. 

In July, 1854, the pressure of work 
upon Abner had become so great that 
he was joined by his older brother, John 
Ely, who had been an attorney at 65 
M: aiden Lane since 1832. As “legal ad- 
viser and confidential counsel,” John Ely 
remained with the firm until his death 
in 1879. 

In August, 1854, Horace S. Ely, son 
of Abner’s brother Seth, came east from 
Ohio to enter Abner’s employ at the 
age of 20. While he worked in the of- 
fice as a clerk he took evening courses 
in penmanship and bookkeeping. He in- 
augurated new and more simple methods 
in keeping office books, which innova- 
tions were at first heartily opposed. 
However, on the strength of his promise 
to make good any discrepancy which 
might result from the change in methods 
he was permitted to make the changes 
he wished. On each New Year’s Day he 
is said to have presented his superiors 
with a balance sheet of the business. 

Among the properties under Abner’s 
management was 550 Broadway. This 
site Abner believed should be improved 
with a new building of modern con- 
struction and sometime in 1853 he began 
negotiating with Tiffany & Company to 
this end. On June 17 he reported: “To- 
day Messrs. Tiffany and Co. (formerly 
Tiffany, Young & Ellis), also Tiffany, 
Reed & Co. of 19 Rue Richelieu, Paris, 
offered for a lease of 550 Broadway 
$4,500 per year.” The lease was closed 
for a term of seven years from May, 
1854 at a rent of $4,500 per annum plus 
10% of the cost of a new 5-story and 
basement building to be erected by 
Abner. At the time Abner estimated that 
such a building with an “undercellar and 
vault in front, and with a marble front” 
would cost $30,000. 

The real estate owned by the late John 
J. Astor, who had died in 1848, was by 
his will divided in 1854 among the 
children of his daughter, Dorothea Lang- 
don, who were Eliza Astor Langdon 
Wilks, Louisa (Mrs. Delancey) Kane, 
Walter Langdon, Woodbury Langdon, 
Cecilia (Mrs. Jean) de Nottbeck, and 


Eugene Langdon. The management of 
all this property fell to Abner and sev- 
eral of the original properties are still 
in the care of Ely & Company one 
hundred years later. 





CECIL C. SIMMONS 


Most of the voluminous correspond- 
ence carried on by Abner was in an 
optimistic vein, but we do find a rather 
plaintive note in a letter written in 
July, 1857, to one of his clients: “You 
will understand how much the business 
has left William Street when I counted 
16 places to rent between Fulton and 
Cedar Streets on William. ... You will 
understand that much more than ordi- 
nary labor has been freely used to do as 
well as I have with that property.” 
(87-89 William Street, also part of the 
Home Insurance plot.) 

By 1860 Abner had approximately 50 
owners to look after and from 200 to 
300 pieces of real estate, including a 
number of office buildings located in the 
high-grade business district of the city. 


FOLLOWING ‘THE DEATH OF 
ABNER ELY in July, 1871, the business 
eventually succeeded to his nephew 
Horace S. Ely, whose name the firm still 
bears. During his lifetime Horace S. 
Ely became one of the most esteemed 
men in the real estate business. He was 
one of the founders and for many years 
a director of the Real Estate Trust Co. 
which subsequently became the Fulton 
Trust Co., now emerged with the New 
York Trust Co. He was also director of 
the North British and Mercantile Insur- 
ance Co. and a member of the Union 
League, Lawyers, and City clubs. Fol- 
lowing his death, a memorial of the 
North British & Mercantile, referred to 
him as an “able, successful, benevolent, 
Christian gentleman.” 


ALFRED E. MARLING, WHO 
FIRST ENTERED THE FIRM’S EM- 
PLOYMENT IN 1877 at the age of 19, 
became a partner in the firm in 1893 
and so remained until the formation of 
the present corporation, at which time 
he succeeded to the presidency of Ely 
& Co. following the death of Horace S. 
Ely. 

Mr. Marling, extremely active in both 
real estate business and civic activities, 
was a director of numerous charitable 
and business organizations including Co- 
lumbia University, the Bank of New 
York, Mutual Life Insurance Co., and he 
served as president of the Chamber of 
Commerce of the State of New York. 
During his leadership many significant 
real estate transactions were consum- 
mated by the Ely firm, including the as- 
sembling of the site of 84 William Street 
at the northeast corner of William Street 
and Maiden Lane for the Royal and 
Queen insurance companies. The firm 
also negotiated the sale of the property 
at 23-25 Nassau Street to the Equitable 
Life Assurance Society, which purchase 
virtually completed ownership of the 
plot on which now stands the Equitable 
Building at 120 Broadway. The site of 
the Hudson Terminal buildings at 30 and 
50 Church Street was assembled by 


(Continued on Page 32) 
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Sir Arthur Rogers Dies; 
High British Executive 


LONDON & LANCASHIRE CHRM. 








Served as General Manager From 1936 
to 1947; Joined in 1899 and Spent 
Entire Career With Company 
Sir Arthur Rogers, chairman of the 
London & Lancashire at the home office 
in England and one of the outstanding 
executives in the British insurance field, 
died on Sunday at the age of 70 years. 
He was widely known in the United 
States as a result of numerous visits to 

































Blackstone Studios 
SIR ARTHUR S. ROGERS 


this country during the last 25 or more 
years. He was considered the most 
widely traveled man in the company’s 
service, having covered a total of around 
200,000 miles since 1910. 

Sir Arthur, who was educated at 
Liverpool College, joined the London & 
Lancashire in Liverpool in 1899 and 
spent the whole of his career with the 
company. His first appointment in an 
executive capacity (foreign superintend- 
ent), was in 1919. During the following 
15 years Sir Arthur acted as secretary, 
assistant manager and deputy general 
manager successively until his appoint- 
ment as general manager in 1936. 

Sir Arthur held this position during 
the difficult war years and in 1941 was 
a member of the mission to the United 
States appointed by the Treasury and 
Ministry of Economic Warfare. Other 
important offices held by Sir Arthur in- 
clude the presidencies of the Insurance 
Institute of London, 1938-1939; and the 
Insurance Orphanage & Benevolent 
Fund, 1940; ona of the Chartered 
Insurance Institute, 1943-44, and chair- 
man of the British Insurance Associa- 
tion, 1945-1947, 

Sir Arthur succeeded to the chairman- 
ship of the London & Lancashire in 
1947. He resided at Camden Place, Chis- 
lehurst, Kent. Camden Place has his- 
torical associations as this was at one 
time the home of the Empress Eugenie 
of France. 

Sir Arthur was knighted in 1947 by 
King George VI because of service to 
the British Government during World 
War II. In that same year he visited the 
United States and Canada and while in 
New York attended the annual dinner of 
the National Board of Fire Underwriters 


























B. J. DAENZER ADVANCED 





Elected Secretary Security-Connecticut 
Companies in Charge of Agency 
Development Department 

Bernard John Daenzer was elected 
secretary of the Security-Connecticut 
Companies at a meeting of directors 
November 16. He will be in charge of 
the agency development department. 

After graduating from Fordham Col- 
lege, magna cum laude, in 1937, Mr. 
Daenzer entered insurance in New York 
City. During the next six years, he 
served as an underwriter and a fieldman 
in the metropolitan and suburban terri- 
tories. At the same time, he attended 
Fordham University Law School and 
became a member of the New York Bar 
in 1942. 

In 1943 he joined the Security and 
Connecticut Indemnity in their Chicago 
office. He traveled 13 mid-western states 
for the companies in development of 
casualty business. He was called into the 
Navy and served as a supply officer on 
a destroyer. 

On January 1, 1947, Mr. Daenzer was 
made superintendent of agencies for the 
companies and aided in formation of the 
companies’ agency development depart- 
ment. In 1950 he was elected assistant 
secretary of both companies. 

He became a member of the Chartered 
Property & Casualty Underwriters in 
1947 and is secretary-treasurer of the 
Connecticut chapter of the society. He 
is also a member of the Insurance Ad- 
vertising Conference and American As- 
sociation of University Teachers of 
Insurance. 


BINGHAMTON WOMEN MEET 
The Insurance Women’s Club of Bing- 


hamton, N. Y., held a dinner meeting 
in the Art Gallery of the Arlington 
Hotel. John B. Lillie, director of adult 


education in Binghamton schools, spoke. 





at which the principal speaker was 
General—now President—Eisenhower. 
His first long trip away from England 
was to India in 1928. Three years later 
he made a tour of the world, going back 
across the Pacific through the United 
States and Canada. In 1935 he again 
visited the United States. He was inter- 
ested in music and at one time was 


organist in the church where his father 
played 


He club cricket in 


preached. 
Liverpool. 





























Seated from left to right are—J. George Eisenberger, chairman of board of direct- 

ors; Brian B. Kane, president; Morris B. Bassford, retiring chairman of board. 

Standing, left to right, are Rodney J. Brooks, Jr., executive vice president; Robert 

J. Thome, treasurer; James B. Reinhart, secretary, and Columbus K. Oakley, execu- 

tive secretary-treasurer. These officers were elected at the close of the recent 17th 

annual convention, and also J. Vernon Coblentz, reelected as state national director, 
who is not in the picture. 

















Moore President of 
Kentucky Agents’ Assn. 


The 57th annual meeting of the Ken- 
tucky Association of Insurance Agents 
was held this week at Louisville with a 
registration of 560. The meeting, held at 
the Brown Hotel, was by far the best 
attended in the history of the organi- 
zation. 

Charles H. Moore of Bowling Green 
was elected president, succeeding Hen- 
dree B. Milward of Lexington who pre- 
sided. Guy Billington of Murray became 
first vice president, succeeding Mr. 
Moore. Sheridan C. Barnes of Elizabeth- 
town was again named state national 
director. Robert A. Lawton of Central 
City was elected second vice president, 
and Walter R. McCord, Louisville, a 
full time secretary-treasurer, was re- 
named to that office. 

Syl H. Goebel, State Insurance. Com- 
missioner, in a talk held that the auto- 
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mobile casualty rating program, as de- 
sired by casualty companies, had not 
been approved as yet, but did not indi- 
cate just what the Department’s attitude 
would be. 

E. J. Seymour of Monroe, La., presi- 
dent of the National Association of In- 
surance Agents, discussed the work of 
the National Association, its purposes, 
and argued for unity, and association 
support on the part of agents. 


Cox Honorary Chairman 
Orphans’ Shopping Tour 

Chairman James J. Ward, Jr., of 
James J. Ward, Inc., independent ad- 
justers, has announced that Douglas 
Farley Cox, Jr., president of Appleton & 
Cox, Inc., has been appointed honorary 
chairman for the insurance district of 
the Orphans’ Shopping Tour. This is a 
project of the United States Junior 
Chamber of Commerce here in New 
York City. This year 1,000 orphans and 
underprivileged children will ec: Decem- 
ber 11 be given the privilege of buying 
their Christmas presents at Gimbel’s 
store. Each child is given $5, a sub- 
stantial gift, a light lunch, and a day 
of enjoyment by this group. 

Others on the committee in the insur- 
ance district include Robert C. Mehorter, 
CPCU, of McDaniel & Co., Inc.; Thomas 
Horan of Appleton & Cox, and Thomas 
W. Sweeney, Jr., of H. ‘Mosenthal & 
Son, Inc. 7 

Any desiring to have a part in this 
fine work may send their contribution 
to Box 588, Church Street Station, New 
York, N. Y. All contributions may be 
deducted for income tax purposes. 


WICKARD SPECIAL IN MICHIGAN 

Albert O. Wickard has been named 
state agent for Wayne County, Mich., 
by the North British Group, with head- 
quarters in the Michigan-Ohio depart- 
ment offices at National Bank Building, 
Detroit. Mr. Wickard was recently trans- 
ferred to the Detroit office from the 
Pacific department at San Francisco 
where he had been a member of the staff 
since 1942. 
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NORTH AMERICA DIVIDEND 





20% Stock Dividend Declared Payable 
December 31; Expect Present Rate of 
Dividend on the New Stock 

Directors of the Insurance Company of 
North America have declared a 20% 
stock dividend, according to President 
John A. Diemand. The stock dividend 
will be payable on December 31, to stock- 
holders of record at the close of busi- 
ness December 1. The additional shares 
of capital stock representing the stock 
dividend will participate in the cash 
dividend which it is expected the board 
of directors will declare at the present 
regular quarterly rate in December, 1953. 
This cash dividend will be payable Feb- 
ruary 1, 1954, to stock of record January 
15, 1954. 

A stock dividend of 20% was also de- 
clared and paid in December, 1949. At a 
special meeting of the stockholders held 
in November of that year the authorized 
capital stock of the company was in- 
creased from $15,000,000 to $30,000,000 
and the board of ‘directors was author- 
ized to issue the increased capital stock, 
or any part thereof, at such time or 
times as the board should determine. 

Since that time the policyholders sur- 
plus of the company, with security hold- 
ings valued at market prices, has risen 
from approximately $163,000,000 to some 
$237,000,000. Also during these four years, 
through 1953, the company has paid cash 
dividends of more than $35,250, 

No fractional shares will be issued 
in the present stock dividend. In place 
of fractional shares a bearer scrip certi- 
ficate will be issued to each stockholder 
entitled thereto. As of December 31, the 
company will mail the scrip and stock 
certificates to which stockholders may 
be entitled, with a letter of transmittal 
containing further particulars concerning 
the scrip certificates. 


Losses Show Small Drop 

Estimated fire losses in the United 
States during October amounted to $68,- 
551,000, it is reported by the National 
3oard of Fire Underwriters. 

According to Lewis A. Vincent, 
NBFU’s general manager, this $68,551,- 
000 loss represents an increase of 7.2% 
over losses of $63,958,000 reported for 
October, 1952, and a decrease of 0.1% 
Pig losses of $68,613,000 for September, 
953. 

Losses for the first ten months of 
1953 now total $751,896,000 an increase 
of 16.4% over the first ten months of 
when they amounted to $645,697,- 


These estimated losses include an al- 
lowance for uninsured and unreported 
losses. 


Peters Heads La. Assn. 


Sam G. Peters, special agent in New 
Orleans for London & Lancashire, was 
elected president of the newly designated 
Capital Stock Fire Insurance Association 
of Louisiana, November 9 at the St. 
Charles Hotel in New Orleans. The as- 
sociation was formerly known as _ the 
Louisiana Fieldman’s Association. The 
new designation was adopted at the same 
meeting, the eighth annual meeting of 
this group of capital stock fire insurance 
company representatives and their state, 
special and general agents in Louisiana. 

Mr. Peters succeeds James J. Howe, 
special agent for A. H. Turner, manag- 
ing general agents of Atlanta. Charles 
W. Blackstock, special agent for North- 
ern Group, was elected vice president. 
Frank J. Graf, special agent for Henry 
A. Steckler, managing general agent 
of New Orleans, was elected secretary- 
treasurer. 


No Change in Term Rules 

Term discounts for fire insurance will 
continue unchanged in New England, for 
some months at least, for the New Eng- 
land Fire Insurance Rating Association 
has rejected proposals to modify the 
term rule. 


Elected President 
Of “Norbrit Guards” 


Matar 
WILLIAM J. TRAYNOR 


At the annual meeting, November 17, 
presided over by President W. R. Havi- 
land, the “Norbrit Guards”, 25-year em- 





ployees’ service association, elected Wil- 
liam J. Traynor as president for a one- 
year term beginning January 1, 1954. Mr. 
Traynor is assistant secretary and ad- 
vertising director of the North British 
Group, with which he has been associ- 
ated for more than 30 years. 


The following officers also were elected 
for the same term: John J. Casey, vice 
president; Antoinette McElroy, secre- 
tary, and Jean Fraser, treasurer. Mr. 
Casey is general agent in the Middle 
Department at the home office. 

President Haviland announced that the 
ninth annual reception and dinner of the 
“Norbrit Guards” will be held at the 
Hotel Pierre, New York, on Wednesday 
evening, December 2. It is expected that 
W. L. Nolen, United States manager, will 
make his first official appearance as a 
“Norbrit Guard” that evening. 


Staten Island Women Meet 


The Insurance Women’s Club of Staten 
Island, with President Rose V. Sasso in 
the chair, held its regular monthly meet- 
ing on November 19, in Castle Corners. 
Guest speaker was Arnold H. Nilssen 
whose talk on “Travel” made everyone 
look forward to their vacation. Sue Di- 
Marco and her committee were in charge 
of entertainment. 

The club is completing arrangements 
for its annual Christmas party to be 
held in the Meurot Club on December 










How to 
Have a 


Happy 
Holiday 


the obvious chores ... 
pay balances due. NOW is the time to redouble 
efforts to sell prospects who 






National 
Notes for 
Producers 


Get matters cleared away for 


Year’s End. NOW, or just as 


soon as possible. 
NOW is the best time to do 
collect balances due, 


haven’t yet been sold. 


And remember! You’ll have less and less time 


for business as the Holiday 


Season gets under way. Furthermore, you 


won’t want to be bothered with business 
during those days anyway. 
So! To have a Happy Holiday, clean 


up pending matters NOW. 


NATIONAL OF HARTFORD GROUP 








Western Department, Chicago 
Pacific Department, San Francisco 
Canadian Department, Toronto 
Metropolitan Department, New York 


FRANKLIN 


TRANSCONTINENTAL 
UNITED NATIONAL 


Fire » Marine + Casualty 


NATIONAL FIRE INSURANCE COMPANY OF HARTFORD 
MECHANICS AND TRADERS INSURANCE COMPANY 


NATIONAL INSURANCE COMPANY OF NEW YORK 
INSURANCE COMPANY 
INDEMNITY COMPANY 


Executive and Administrative Offices: Hartford 15, Connecticut 








Fire Association 
(Continued from Page 1) 


Corporation, investment bankers, to 
act as its advisers in connection with 
the financing. 

In addition, the board is recommend- 
ing adoption of a stock option incen- 
tive plan for key officers and employes 
Under this plan, options may be grant- 
ed to buy authorized but unissued 
shares which, in the aggregate, shall 
not exceed more than 5% of the out- 





KENNETH B. HATCH 


standing shares, at a price not less 
than 95% of the market price. 

Mr. Hatch stated that for a number 
of years the Fire Association has en- 
joyed a steady growth, which is ex- 
pected to continue. While the present 
capital and surplus are adequate with 
respect to current volume of business, 
it is believed desirable at this time to 
secure additional funds to permit con- 
tinued expansion of operations. 

Fire Association of Philadelphia was 
organized in 1817. It is engaged in 
writing virtually = forms of insurance 
except Life. Conducting business 
throughout the United States and its 
possessions, the company and its whol- 
ly owned subsidiary, Reliance Ins. of 
Philadelphia, had a consolidated net 
premium volume in 1952 of $35,700,000. 
Dividends on its capital stock have 
been paid in each year since 1858. 


Walter M. Lambeth Dies; 
Headed Basie Ins. Dept. 


Walter M. Lambeth, 66, died in a hos- 
pital in Whiteville, N.C., recently of a 
heart attack which occurred at a hunting 
lodge in ‘Bladen County. A native of 
Fayetteville, Mr. Lambeth had been in 
the insurance department of the Ameri- 
can Trust Co. since his arrival in Char- 
lotte in 1911. Since 1915, when _ his 
brother Harvey Lambeth, founder of the 
department died, he had been its execu- 
tive head. In 1942 he was elected vice 





president of the American Trust Co. He 
was planning to retire on January 1, 
1954. 


Born July 23, 1887, son of the late 


John A. Lambeth and Ella Whitfield 
Lambeth, he was an alumnus of Webb 
School, Bellbuckle, Tenn., and North 


Carolina State College, Raleigh. He also 
attended the University of North Caro- 
lina. He was a member of the Myers 
Park Presbyterian Church, Charlotte 
Country Club, North State Game Club, 
Good FFellows Club, Mecklenburg Sad- 
dle Club and had served one term under 
the late Governor Broughton’s term on 
the Board of Conservation and Develop- 
ment of North Carolina. He also held 
memberships in leading associations in 
insurance. 

Survivors include his wife, who was 
Mary Cave of Paducah, Kv., a son, Wal- 
ter Lambeth, Jr., and ‘a daughter, Mrs. 
James H. Ross, all of Charlotte; two 
sisters and five grandchildren. 
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Weghorn Discusses New 
Gross Earnings Form 


NOW USED ON PACIFIC COAST 





Agent Feels Changes in East Should 
Await Uniform Action; Independent 
Filings Could Cause Confusion 





The new earnings form ap- 
proved by the Pacific Board of Fire Un- 


meeting with 


gross 


derwriters is reportedly 


considerable approval, according to John 





Matar 


JOHN C. WEGHORN 

York, and “we are 
president, Weghorn 
anxiously awaiting introduction of a 
form in the East.” 

He said the new form was designed 
especially to help the small business man. 


Agency, Inc., New 
. Weghorn, 


“It is intended to reimburse him for any 
monetary loss he might suffer because 
of inability to use his premises due to 
fire or allied causes,” he explained. “It 
contains no coinsurance clause, as re- 
quired heretofore, and has a definite 
policy limit of 33 1/3% in any one 
month.” 
Discourages Filings Here 


Mr. Weghorn noted that some compa- 
nies here are reportedly planning to 
make independent filings soon on the 
new gross earnings form. “These should 


be discouraged,” he advised, “at least 
until the Eastern Underwriters and 
Western Underwriters Associations an- 
nounce their recommendations. 


“If indeper t filings are made which 
ultimately differ as to rate, loss limita- 
tion and coverage from the form which 
the EUA and WUA are likely to pro- 
pose,” he said, “there may be confusion 
and inconsisteffey which might result in 
additional servicing expense and increase 
the cost of the protection to the public. 

“For example, with independent fil- 
ings,’ Mr. Weghorn cautioned, “there 
will undoubtedly be instances where one 
company does not desire the entire line 
on a risk and the broker or agent may 
find it necessary to offer two forms with 
different loss limits and conditions. This 
might increase the cost of handling and 


ultimately have to be borne by the in- 
surance buyer.” 
Mr. Weghorn said the form adopted 


Pacific Board “appeared to be 
and indicated he thought the 
follow suit. 


by the 
desirable” 
associations would probably 


FEDOR DUDAR DIES 
Fedor Dudar, 60, prominent insurance 
agent of Scranton, Pa., died November 7 
of a heart attack. He had resided in the 
Scranton area for 35 years. There are 
no immediate survivors. 


RALPH G. MAY DIES 
Ralph G. May, 59, formerly engaged 
in the insurance business in Buffalo, N 
Y., died suddenly, November 7, in St. 
Petersburg, Fla., where he was spending 
the winter. He was a member of a so- 
cially prominent Buffalo family. 
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Presides at Meeting of 
Excelsior Co. Fieldmen 





Ivan Busatt 


ALFRED C. SINN 


Following a precedent set several 
years ago, Alfred C. Sinn, chairman of 
the planning committee of the Excelsior 
Insurance Co. of New York, invited the 
fieldmen to Syracuse to meet with his 
committee for a five-day session begin- 
ning November 5 through November 9. 

Mr. Sinn, agent-director from Clifton, 
N. J., presided at the ninth annual meet- 
ing of this group. He announced the 
appointment of 122 new agents by the 
field staff since the first of the year, 
and outlined the production program for 
1954. Other members of the planning 
committee attending the meeting were 

Carl McM. Crawford, vice president 
aad agent-director, Chester, Pa., and 
Edgar J. Wells, agent-director from Gro- 
ton, Mass. 

Fieldmen and their wives attending 
were Mr. and Mrs. Allen C. Boggs, Jr., 
South Bend, Ind.; Mr. and Mrs. Robert 
J. Briggs, Homer City, Pa.; Walter F. 
Ficke, M: amaroneck, N. Yu; “Mr: -and 
Mrs. Bruce R. Howard, Marion; O.; 
John B. Irish, Decatur, Ill.; James C. 


Jamieson, Blairstown, N. J.; Mr. and 
Mrs. Karl M. Keefer, Syracuse; J]. Paul 
Pizor, Dillsburg, Pa.; Mr. and Mrs. 
Everett R. Ryder, Jr., Auburn, Mass., 
and Mr. and Mrs. William E. Willett, 
Wayland, N. Y. 


A reception was held at the Hotel 
Syracuse on November 5, and on Novem- 
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Society School Opening 
New Brokers’ Course Nov. 30 


The School of Insurance of the Insur- 
ance Society of New York, Inc., will 
start a new section of its agents and 
brokers course on November 30 accord- 
ing to an announcement of Arthur C. 
Goerlich, dean. 

The present course of 150 hours per- 
mits teaching the student an understand- 
ing of the insurance business. The ori- 
ginal course as presented by the Society 
in 1930 was only 21 hours in length. At 
that time New York State had no re- 
quirements for obtaining an agent’s or 
broker’s license other than the taking 
of a written examination. 

The Insurance Society gradually in- 
creased the length of its course in order 
to cover more completely the broader 
insurance protection being offered by the 
companies. 

The Fall session of the class meets 
Monday.s Wednesday’s, and_ Fridays 
from 6:00 to 8:00 p.m. Registrations are 
now being accepted at the office of the 
School of Insurance, 16 Liberty Street. 


BERNARD J. MILES DIES 
Bernard J. Miles, 49, a Canton, N. Y., 
insurance man, died November 6. He 
was a er raduate of St. Lawrence Univer- 
sity and prior to entering the insurance 
business was with Standard Oil of New 
York. 





ber 6 an all-day session of the planning 
committee and fieldmen was held in the 
home office. That evening President and 
Mrs. Forrest H. Witmeyer entertained 
about 45 persons for dinner at their 
home. 

President Witmeyer reported that at 
the end of September gross agency pre- 
miums were 24.5% ahead of the same 
nine-month period last year, and 15,457 
new risks for the same period. The di- 
rectors declared a quarterly dividend of 
10 cents per share, payable December 21. 
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Cefrey Executive V. P. 
United Benefit Fire 


TO MOVE SHORTLY TO OMAHA 





Formerly With Zurich-American Com- 
panies Cefrey Started in Insurance 


With Glens Falls Indemnity 





Earl E. Cefrey, formerly with Zurich- 
American Companies, has been elected 
executive vice president and chief under- 
writer of United Benefit Fire of Omaha, 
it is announced by Stewart, Smith & Co., 
Inc., of New York, and associated inter- 


ests who recently acquired majority 
stock control of United. 
Mr. Cefrey had been with Zurich- 


American since 1941 and was chief un- 





EARL E. CEFREY 


derwriter of the eastern department 
when he resigned to accept his new posi- 
tion with United Benefit Fire. 

Prior to 1941 Mr. Cefrey was asso- 
ciated with Glens Falls Indemnity at 
Glens Falls, N. Y., where he started his 
insurance career in 1930. During his 
years in the casualty insurance business, 
he has been engaged in production ac- 
tivities as well as in underwriting. 

\ native of Malden, Mass., Mr. Cefrey 
currently lives in Upper Nyack, N. Y., 
but shortly will move to Omaha to take 
up his new post with United Benefit 
Fire. Other officers of United Benefit 
Fire will be named at a later date, ac- 
cording to Stewart, Smith & Co., Inc. 


Caledonian-Netherlands 
Field Conference Held 


Fieldmen of the Caledonian-Nether- 
lands Group have returned to their re- 
spective fields after spending one week 
in conference at the home office in Hart- 
ford. While at the home office they 
heard speeches of welcome by George L. 
Armstrong, chairman of the U. S. board, 
and Raymond T. Sweeney, U. S. mana- 
ger. 


New Hampshire Boosts 
Endorsement Charge 


Two dollars is the minimum charge for 
adding an endorsement to a fire insur- 
ance policy in New Hampshire, and the 
same amount is the minimum to be 
charged or returned on policy changes, 
the New Hampshire Board of Under- 
Writers has notified companies and 
agents. The former minimum was $1. 
The $2 minimum charge for extended 
coverage or other endorsements is in 
addition to the $7.50 minimum premium 


per policy. Besides the new minimum 
charge, Secretary A. Clifford Hudson 
announced numerous changes in mini- 


mum rules and clarified the procedure 
for short-term coverage of merchants’ 
Seasonal stocks. 





New York City Pond to 
Hold Dinner December 3 


New York City Pond of the Honorable 
Order of the Blue Goose, International, 
will hold its second meeting of the sea- 
son on Thursday evening, December 3, 
at the Drug & Chemical Club, 85 John 
Street, New York. It will be designated 
as past most loyal gander’s night and 
pre héliday splash. Most Loyal Gander 
Floyd C. Pickett will preside. 

Festivities will start with a fellowship 
hour at 5:30 o’clock followed by dinner 
at 645 p.m. A business meeting will 


Agents at Albany Meet 
_ Albany County, N. Y., stock company 
insurance agents, in cooperation with 
agents of area counties, held a dinner 
meeting at the Ten Eyck Hotel on No- 





come after dinner, together with other 
items of interest. An initiation ceremony 
for newly elected goslings will close the 
meeting. 


Guests are cordially invited. Reserva- 
tions may be made by telephoning 
Wielder of the Goose Quill William 


Whitesell, Jr. at WOrth 4-6780. 





vember 18. The objective of the meeting 
was to discuss ways and means of ac- 
quainting the public with the part the 
insurance agent plays in civil activties, 
and with various problems of the agents. 

The program included an address of 
welcome by Erastus Corning, II, Mayor 
of Albany; a talk by Claude H. Rice, 
insurance manager, Babcock & Wilcox 
Company, New York City; address by 
Robert I. Catlin, vice president of the 
Aetna Casualty and Surety, and remarks 
by Walter J. Mahoney of Buffalo, chair- 
man of the Senate Finance Committee in 
the state legislature. 








WHEN GEORGE III heard of the French Alliance 
with the “United States of America,” he ordered Par- 
liament to offer the colonies everything they had ever 
demanded, except independence. Because bribes were 
widely used in those days, Parliament courted General 
Joseph Reed, aide-de-camp to Washington, with a large 
sum of money to influence Congress to accept Britain’s 
suggestion. General Reed answered, “I am not worth 








buy me.” 


¥ 


Our sincere endeavor to adhere to the principles of 
democracy, which are exemplified in the American 
Agency System, has gained the respect and confidence 
of the agents of America. These are cherished assets. 


purchasing but such as I am, the king of Great 
Britain, with all his wealth, is not rich enough to 
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Business Interruption Insurance 


Offers Brokers Wide Opportunities 


By EMANUEL BocHNER 


Metropolitan Fire Mgr., John C. Weghorn Agency, Inc. 


Brokers who recognize the value of 
business interruption insurance will not 
only add to their premium income, but 
will also tend to solidify their own posi- 
tion with their clients. I realize, of 
course, that this subject is a popular 
theme today for many inspirational sales 
messages so I will confine myself to ob- 
servations on pertinent points which 
have either been overlooked, or insuffi- 
ciently stressed. 

All brokers can sell this kind of insur- 
ance. It is not only applicable to big 
businesses. Every business, manufactur- 
ing or mercantile establishmentn, regard- 
less of size, requires this protection. 
They all need something to assure the 
continuation of their “life” after a major 
loss. 

This “something” is an insurance 
“plasma” which can sustain the life of 
a business after the initial shock, and 
until it is able to get back on its feet 
and resume its normal functions. It is a 
form of coverage which is needed by the 
average retailer or manufacturer in or- 
der to insure him against the probability 
of being forced to close his business due 
to greatly reduced income or impaired 
credit after a serious fire loss. 


Only 28% Carry BI Insurance 


While practically every wholesaler or 
manufacturer carries fire insurance on 
his physical property, only about 28% 
carry business en insurance on 
future earnings. Moreover, the average 
gross profit of a grocer is about 18%— 
a stationary store about 37%—and a 
haberdashery about 33%. It is, there- 
fore, quite evident that there is an abun- 
dant opportunity to sell all classes of 





Emanuel Bochner 

Emanuel Bochner joined the John 
C. Weghorn Agency, Inc., as an as- 
sistant underwriter in 1949, and a 
little less than a year later was ap- 
pointed manager of the agency’s 
metropolitan fire department. “Man- 
ny” is known as a_ specialist in 
handling metropolitan fire insurance 
and has 24 years of agency back- 
ground and _ experience in_ both 
Brooklyn and New York. 











business, small and big, protection 
against business interruption. 

The broker who conscientiously pre- 
sents this form to his assureds will not 
only be rewarded by increased sales. He 
will also be demonstrating, in a most 
effective way, his genuine concern fo1 
the protection of his customer’s inter- 
ests. 

As a matter of fact, many alert bro- 
kers are today going after new business 
by approaching the prospect on the pos- 
sibility of his being unaware of the ef- 
fect that even a temporary interruption 
of his business might have on his family 
and himself. 

Of course the huge General Motors’ 
loss can be used effectively by brokers 
to interest assureds in business interrup- 
tion insurance. But there are other 
losses occurring practically every day in 
our own community which are more ap- 
plicable to the average prospect and 
therefore can be used more effectively. 

3rokers who study the daily press, for 
example, will pick up many “leads” for 
promoting business interruption insur- 
ance. A story about a particular business 
can be used as a “door opener” or 
“interest attractor” to others in the 
same, or related, lines of endeavor. 

In rural areas the possibility of power 
failure is frequently a major hazard to 
certain businesses. In such instances, 


protection against off premises power 
failure is a necessary, and highly salable, 
adjunct to business interruption insur- 


ance. 


Businessmen located in suburban areas 
where lines from generating stations are 
strung on exposed wood or steel poles 
that there is always a chance of 
a pole being knocked down in one way 
It doesn’t necessarily have 
to be a big storm either. 
run off the road and knock down a pole. 
Or a fire can occur to the pole itself. 

During a storm out on Long Island a 
winters ago innumerable factories 
and mercantile establishments in Nassau 
and Suffolk Counties were without any 
sort of electric power for several days. 
At that time there were a few instances 
where brokers had sold assureds on off- 
premises power failure as part of their 
business interruption insurance coverage 


know 


or another. 


few 





and claims were paid for. the days the 
plants or stores could not operate be- 
cause of the power failure. Unfortun- 
ately, there were an overwhelming ma- 
jority of cases, however, where this 
precaution had not been sold. 

This condition is still a constant threat 
in many rural and suburban areas and 
brokers would do well to look into the 
possibilities of writing off-premise power 
failure in such places. 

In this connection, it should be pointed 
out that he various aspects of protecting 
a business against interruption are fre- 
quently complex and require study and 
understanding. An agency staffed with 
expert personnel and with long experi- 
ence in writing this type of protéction 
can be of tremendous assistance. 


What Brokers Should Do 


Brokers should not shy away from this 
type of coverage, therefore, merely be- 
cause they lack complete knowledge or 
experience with the form. They. should 
bring their problems to a competent 
agency with proven experience in han- 
dling broker-needs. In this way they can 
secure valuable suggestions and specific 
assistance on particular accounts. 

For instance, brokers who have sold 
their assureds on business interruption 
insurance can recommend that their 
clients use the fact that they have this 
type of coverage for promotional pur- 
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Commercial Union 
Assurance Co. Ltd. 


The Ocean Accident & 
Guarantee Corp. Ltd. 


American Central 
Insurance Company 
The British General 

Insurance Co. Ltd. 

The California 
Insurance Company 
Columbia Casualty 

Company 

The Commercial 

Union Fire Ins. Co. 


The Palatine Insurance 


Company Ltd. 


Union Assurance 
Society Limited 


The Right Company 


AS THE SUCCESS OF AN AGENT is in proportion 

to his ability to develop and hold insurance 
accounts, so the standing of the insurance 
company may be measured by its understand- 
ing of the agent’s selling problems. Such un- 
derstanding causes an agent to continue to 
represent a company over the years. 


To enable you to succeed in building insur- 
ance accounts you need the right company— 
one with modern facilities and methods for 
underwriting and handling your business. 
Moreover your company should have real 
“know how” gained from years of experience 
with your day-by-day problems and the will- 
ingness of an understanding management to 
help you solve those problems, with liberality 
and co-operation. 
The long association with many agents, en- 
joyed by the seven Fire and two Casualty com- 
panies of the Commercial Union-Ocean Group, : 
is evidence that they are leaders in the ranks 
of agency companies. | 


Our financial strength is unquestioned—our 
facilities complete and up-to-date in every re- 

“no insurance organization may | 
rightfully claim possession of a fairer busi- 

















poses. Certainly a business which has 
this kind of protection shows that “It’s 
on its toes.” Its bank and creditors wil] 
have greater confidence and faith in the 
management. Employes can feel more 
secure. And even customers, if the busi- 
ness is a service organization, for exam- 
ple, will have greater assurance in the 
company’s ability to continually serve 
them. 

Business interruption insurance, there- 
fore, can be sold for its public relations 
advantages to a business also. The most 
important thing for the broker to con- 
sider in deciding whether or not he has 
a prospect for business interruption in- 
surance is this: 

Deciding on Prospect 

Is the customer the sort of a man who 
wants to get ahead in his business? Is 
he trying to build a business for his chil- 
dren? Is he or his company or corpora- 
tion responsible? Does he consider his 
responsibility to his family, business as- 
sociates and employes? . . . Business in- 
terruption insurance is not for the “fly- 
by- night,” operator—the sort of person 
who is in one venture this year and a 
different one the next. 

The amount of zealousness which a 
broker displays about a businessman’s 
problems is bound to be impressive and 
will certainly improve their relationship. 
A producer should therefore make pe- 
riodic check-ups to mreke sure that any 
fluctuations in stock or other changes 
in the business are fully protected by 
BIT. 

In addition, the broker should make 
sure that business interruption insurance 
is the proper coverage for his assured. 
In some types of business, the profits 
and commission is the more desirable 
coverage. 

The protection of businesses against 
unavoidable interruption of production 
and sales, however, offers excellent po- 
tentialities for the alert broker. He need 
only fortify himself with qualified agency 
counsel to assure proper understanding 
and effective application of pertinent 
coverages to profitably fulfill this defi- 
nite need of the insurance buying public. 


ATOMIC FIRE WATER SUPPLY 





Additional Municipal System for Boston 
to Provide Emergency Supplies Out- 
lined at NFPA Meeting 

An additional municipal water system 
to provide emergency water supplies for 
fire fighting when an A-bomb attack dis- 
rupts a city’s regular water system is de- 
scribed by George W. Coffin of the Bos- 
ton engineering firm, Coffin & Richard- 
son. Speaking before the National Fire 
Protection Association’s two-day “Fire 
Problem” conference in Providence, R. 
I., Mr. Coffin told of a special study con- 
ducted by his firm on emergency water 
supplies for fire protection in Boston 
and Cambridge. 

The study was ordered by the Massa- 
chusetts Civil Defense Agency and is 
the first of its type in the country. Find- 
ings are expected to serve as a pattern 
for other large industriai cities. The 
emergency system determined to be the 
best for the Boston-Cambridge area, Mr. 
Coffin told the conference, would be in- 
dependent of the regular water system. 

It would consist of steel storage reser- 
voirs spotted throughout the city and 
holding from 10,000 to 180,000 gallons of 
water. 





Great American Names 
Leary Va. State Agent 


The Great American has named Rich- 
ard B. Leary as state agent in Virginia 
as a move to coordinate state wide 
operations. His headquarters will remain 
at 409 East Main Street, Richmond. He 
has represented the company in the 
Virginia field for several years. 

Special Agent Edward D. Sommers, 
who is associated with Mr. Leary in the 
Richmond office, will continue to serve 
agents in the eastern portion of the 
state. Special Agent William G. Sud- 
haus, with headquarters in the Colonial- 
American National Bank Building, Roan- 
oke, will continue to serve agents in the 
western Virginia field. 
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THE EASTERN 
UNDERWRITER 





































LISTEN, BOSS, IT’S PENNY WISE 
AND FIRE LOSS FOOLISH TO 
my USE A PENNY 
IN THE FUSE BOX. 
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Your fuse box is the safety valve of your electric wiring system. Replacing 
burned-out fuses with coins or oversize fuses can cause overloaded wires FOUNDED IN 1819, the Aetna 
to become white-hot — and set your house on fire. Don’t use fuses marked Insurance Company takes its name 


more than ‘15 amperes” unless your lighting company or a licensed elec- from the famous volcano, which 


‘ee “thoug .d by fl 
trician approves it. though surrounded by flame and 


smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
A N IA INSURANCE GROUP suffered loss because of failure of 

an Aetna Company to meet its 
AETNA INSURANCE COMPANY +» THE WORLD FIRE AND MARINE INSURANCE CO. obligations. 


THE CENTURY INDEMNITY COMPANY e STANDARD INSURANCE CO. OF N. Y. 


eittatre. HARTFORD, CONNECTICUT 5 ‘ L 
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D>, rotection 4 


> 
“aay rit 





This advertisement a'so appears—in color—n TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT, Clinton L. Allen, President 


THINK FIRST OF THE AETNA 
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Federal Crop Corp. to 
Sell Through Agents 


TO BE SMALL 
Officials Hope to Make Plan Self-Sup- 
porting and Eventually Interest 
Private Insurers in Risks 


COMMISSIONS 


The Federal crop insurance program is 


entering another period of expansion 


to switch to 
a system of direct agents. Federal Crop 
Insurance Corporation officials, however, 
surance agents to any extent in the crop 


and a key move will be 


deny reports that FCIC would use in- 
program. Some private insurance agents 
will probably be used, but only where 


their knowledge of the coverage and 
past interest in it proves greater than 
that of other applicants for contracts. 

Standards for selection of agents will 
not be rigid, they said, but past experi- 
ence in writing the Government cover- 
age will count heavily. Commissions will 
be lower than those paid by private 
insurance companies, and it is feared 
this will discourage many agents from 
applying. 

New Plan Developed 

Switch to the agent system was dic- 
tated by new FCIC manager, Charles S. 
Laidlaw, and by the new board of di- 
rectors, all of whom have experience in 
private insurance operations. Formerly, 
the coverage was sold “on the side” by 
other Department of Agriculture field 
personnel. Because of the reorganization 
of the department, the agency for whom 
these people worked goes out 
of existence on January 1. 

While most of these people will be 
assigned to different USDA agencies, the 
FCIC officials felt that the new setup 
would provide an ideal opening for the 
switch to the agent system. 

FCIC, in this change, merely proposes 
to have salesmen directly responsible to 
the corporation. Officials said that bank- 
ers, lawyers, bread salesmen, insurance 
agents, or any others having direct and 
regular contact with farmers. Preference 
will be given to those who have had a 
special interest in crop insurance in the 
past and to those who are well-versed in 
the coverage. 

Compensation to the agents will be 
on the basis of the number of contracts 
sold and serviced. Servicing will include 
keeping business in force, obtaining the 
acreage report e ich year to esté ablish the 
premium and _ coverage, relaying 
claims, handling collateral assignments 
and transfers of interest, and collecting 
the premium. 

Rates of 
gent’s agreement 


most of 


loss 


compensation under the 
provides a flat rate 


National Names Russell 
Special at Philadelphia 


A. J. Wyatt, vice president of the 
National of Hartford Group, announces 
appointment of W. M. Russell, Jr., as 
special agent to assist General Agent 8s 
O. Foster at the Philadelphia service 
office. 

A native of Pennsylvania, Mr. Russell 
received his education at Upper Darby 
High School and Penn State College. He 
has previously served as an inspector for 
the Middle Department Association, and 
prior to joining the National worked in 
the eastern Pennsylvania field for sev- 
eral fire insurance companies. 


Insurance Co. of Texas 
Enters 18th State 


Insurance Co. of Texas, a union-mem- 
ber-owned insurance company, is now 
entered in 18 states, latest being Indiana. 
In two years its agency force has grown 
from 242 to more than 3,000. Its annual 
income is $15,000,000. It is not yet in any 
Eastern state. 


plus percentage of premium, $4 per con- 
tract earning a premium, plus 3% of the 
amount of the premium on old business 
and 6% on new business. The agreement 
establishes a°maximum average commis- 
sion of $12 for old business and $20 
for new business regardless of the pre- 
mium volume. 

FCIC wants to interest 
ance in writing the coverage. The new 
officials feel that the only way to con- 
vince the insurance industry that all-risk 
crop insurance is not too hazardous a 
proposition is to prove that the program 
can pay all losses and administrative 
expenses out of premium income. 

Up until now, premiums have merely 
been used to pay losses and to establish 
a reserve, with administrative costs com- 
ing from the Federal Treasury. The aim 
now is to make the program self-sustain- 
ing insofar as possible. 

Mr. Laidlaw believes, as does his board 
of directors, that lessons learned by pri- 
vate insurance can be used to advant ge 
Chief among these is the necessity for 
wider geographical distribution of risks 
and for more intensive selling. 

Consequently, expansion of the crop 
insurance program is believed to be the 
best possible way to get the Government 
out of the business and to get private 
insurance companies in. As premium in- 
come grows, FCIC will try to start tak- 
ing some ot the administrative expenses 
from premium income with a view to- 
ward eventual financial independence for 
the program. 


private insur- 
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Oracle at Delphi § 
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e were many oracles in the 
es the ancient Greeks, but if 
you wanted to know — 
special you consulted the fame 
Oracle of Apollo that lived in a 
rock cleft at Delphi. 

They tell us that here at the Jaffe 
Agency we answer brokers’ ques- 
tions with authority. If the matter 
is within our scope, and our scope 
is pretty broad, we'll tap the cumu- 
lative experience we ‘ve built up in 
the insurance field since 1909. 


Drop in to see us. 
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INLAND & OCEAN MARINE © AUTO PHYSICAL DAMAGE + BURGLARY + BONDS + GLASS © DISABILITY 


Springfield Transfers 


Emerson to Atlanta 
Special Agent Richard W. Emerson of 
the Springfield Group of Insurance Com- 
panies, Springfield, Mass., has been 
transferred to Atlanta, Ga: where he 
will assist agents in production of in- 
land marine and automobile business. 
Mr. Emerson has served as a specialist 
in inland marine and automobile cover- 
ages in western New York since March, 
1951. Prior to this date he was an under- 
writer at the companies’ head office in 
Springfield, Mass. 
He will work closely with other Spring- 
field Group fieldmen in the area and will 


make his headquarters with Special 
Agent William C. McWilliams at 22 
Marietta Street, Atlanta. 


Big Bill 
(Continued from Page 25) 


Horace S. Ely & Co. during 1905 and 
1906, and in 1921 the site occupied by 
the Federal Reserve Bank from Maiden 
Lane to Liberty Street and from Nassau 
to William Streets was assembled. 

From 1903 to 1921 the Ely firm had 
its office at 21 Liberty Street and when 
this site was acquired as part of the 
Federal Reserve Bank Building the firm 
moved to its present location at 76 Wil- 
liam Street. This was then known as the 

3ishop Building and housed such promi- 
nent insurance companies as the Travel- 
ers and the North British and Mercan- 
tile. In 1945 the Ely organization sold 
for the Rockefeller interests No. 76 Wil- 
liam Street, together with the two ad- 
joining small buildings to the Continen- 
tal Casualty Co., who in 1951-1952 com- 
pletely modernized the property. 


ON JULY 1, 1911, UPON HIS GRAD- 
UATION FROM YALE, Matthew Gris- 
wold Ely, son of Horace S. Ely and 
grandnephew of Abner, began his busi- 
ness career with the firm. After a period 
of service in World War I, he returned 
to his duties and in 1931 became presi- 


dent. Like Mr. Marling, Mr. Ely was 
exceedingly active in civic groups and 


charitable organizations. He has been a 
governor and president of the Real Es- 
tate Board of New York, director of 









REINSURANCE 


and 


INSURANCE 
UNDERWRITERS 


Thanksgiving Day 
At this time of year, 
when it is customary to 
count our blessings, we 
are thankful for the 
hundreds of companies, 
agents and brokers who 
have placed their confi- 
dence in our experience 
and facilities. 














Serving Agents, Brokers and 
Insurance Companies since 1921 











South & Water Sts., 
27 William St., Nes 
















New York Association of Real Estate 
Boards, director and past president, New 
York Board of Trade, and an officer or 
trustee in the following organizations: 
YMCA, YWCA, Havens Relief Society, 
New York School for the Deaf and Boy 
Scouts of America. 

Under Matthew Ely the business has 
been departmentalized with a specialist 
in charge of each division. 

At 2929 Broadway (114th Street) the 
firm maintains an uptown office headed 
by Horace Ely Britton, which is devoted 
to the management of apartment house 
buildings in the neighborhood. 

Among the insurance fraternity Cecil 
Simmons, a vice president, enjoys a wide 
acquaintanceship and has been identified 
with many transactions in the district 
since he became associated with the firm 
in 1935. He is presently chairman of the 
Insurance-City Hall Rental Conditions 
Committee of the Real Estate Board. 
He has represented many of the well 
known insurance companies in their real 
estate problems. hg the significant 
deals in which Mr. Simmons has acted 
as broker was the sale to the U. S. F. & 
G. of their present New York office at 
100 Maiden Lane and the disposal of 
their former property at 75 William 
Street. In 1946 he negotiated one of 
the largest rentings ever made in the 
district when he rented the major por- 
tion of 100 William Street to the Amer- 
ican Telephone and Telegraph Co. 

The firm’s present office is located on 
the ninth floor of the Continental Com- 
panies Building at 76 William Street. 
When one enters the Ely office the first 
thing that catches the eye or the ear is 
a beautiful grandfather’s clock which 
chimes every quarter hour. The officers 
still use roll top desks and the walls are 
covered with a fascinating collection of 
prints of old New York, including one 
showing a pig at large at the corner of 
William and Liberty Streets. It has been 
many years since the firm has accounted 
for a schooner or sold a firkin of butter, 
but should a client request it they would 
no doubt undertake the assignment. 
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Revised Report on 
Uniform Accounting 


BY TWO NAIC SUBCOMMITTEES 





Recommendations on Expense Groups, 
Definitions, Allocations, Methods of 
Loading, Collections, Exhibits 





Subcommittees of the rates and rating 
organizations and uniform accounting 
committees of the National Association 
of Insurance Commissioners have issued 
a revised report on the relationship be- 
tween uniform accounting and rate mak- 
ing, following the two-day hearing in 
Chicago, October 28-29, at which objec- 
tions were raised by the insurance indus- 
try and producers to a previous report 
considered at Chicago. 

Joseph F. Collins, New York, chair- 
man, rates and rating subcommittee, 
stated at Chicago that eight objections 
raised there would be given further 
study. As a result the following revised 
report has been issued: 

“The expense groups presently in- 
cluded in the Insurance Expense Exhibit 
should be continued. 

Definitions of Expense Groups 


“Tt is recommended that the uniform 
accounting committee consider the adop- 
tion of definitions of inspection expenses 
for boiler and machinery and elevator 
liability insurance where inspection ex- 
penses form a substantial element in 
the rates. 

“The joint subcommittees make no rec- 
ommendation in respect to a revision of 
the definition of acquisition, field super- 
vision and collection expenses. 

“With reference to the advisory report 
of the industry uniform accounting sub- 
committee dated October 20, it is our 
opinion that methods of anportionment 
of expenses by lines of business should 
not involve unnecessarily burdensome 
detailed procedures. It is also suggested 
that apportionment of expenses for the 
six activities mentioned in such report 
would be inappropriate on the basis of 
premium volume except in connection 
with multiple coverage policies. 

“The joint subcommittees take note 
of the various differing methods of treat- 
ing expense loadings in the rates for 
various lines of insurance. 

“The joint subcommittees make no 
recommendation at this time in respect 
to the treatment of expenses for collec- 
tion of premiums by companies from 
agents and producers. This subject should 
be given further study. 

“It is recognized that expense data 
reported in Insurance Expense Exhibits 
are derived from the application of in- 
structions for the uniform classification 
of expenses. In connection with the re- 
view of rate filings pursuant to the rat- 
ing laws of the respective states, it is 
the opinion of he joint subcommittees 
that consideration should be given to 
Insurance Expense Exhibit indications 
and to all other relevant factors in re- 
spect to the recognition of past and 
prospective expense experience applica- 
ble to the class or type of insurer or in- 
surers involved. 

Supplemental Expense Reports 
“The joint subcommittes endorse the 
addition to the rules of procedure of the 
uniform ee subcommittee as set 
forth in the April 2, 1952 report of such 
subcommittee. 

“It is recommended that state super- 
visory officials give consideration to the 
exclusion of allocated claim expenses 
from the reporting of loss experience by 
class and territory under statistical plans 
of rating organizations for automobile 
physical damage insurance.’ 

Serving with Mr. Collins on rates and 
rating committee at Chicago were J. Ed. 
Kennedy, Wisconsin, and R. F. Adkins, 
North Carolina. The uniform account- 
ing subcommittee consists of James J. 
Higgins, New York; L. H. Sanford, 
Michigan, and W. Harold Bittle, New 
Jersey. The report under consideration 
at Chicago, which met objections from 
the industry, was that presented to the 
NAIC meeting in June but not adopted. 


Insurance Men Honored 
By Kansas City Chamber 


The Junior Chamber of Commerce of 
Kansas City, Mo., 
national Junior Chamber, has 
five young men, two of them in the in- 
surance field, who will contest with simi- 
lar nominees across the country to be- 
come one of ten outstanding young men 
of the nation. 

The two outstanding young men in 
the insurance field, among the five se- 
lected in all Kansas City, are Cliff C. 
Jones, Jr., 34, a director of R. B. Jones & 
Sons and son of Cliff C. Jones,past presi- 
dent of the National Association of In- 
surance Agents,and Clinton W. Kanaga, 
Jr., 32, general partner in the insurance 
firm of Mann, Kerdolff, Kline & Welsh. 
30th young men have been active in 
many civic organizations including the 
Community Chest and they have written 
articles outlining ways in which democ- 
racy offers a better way of life than com- 
munism, 

Mr. Kanaga is commander of the Mili- 
tary Order of the World Wars in Kan- 
sas City, which includes President Fisen- 
hower and former President Truman as 
members. 


cooperating with the 
selected 


NEW JERSEY WOMEN MEET 


The Insurance Women of New Jersey 
held its regular monthly dinner meeting 
November 19 at the Essex House, New- 
ark, N. J. Guest speaker was H. H. 
Robinson, automobile department, Amer- 
ican Insurance Group, whose topic was 
“Automobile: the Problem Child of the 
Insured.” 
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PICK-UPS ARE 
HAZARDOUS ! 


Every hour somewhere in 
the U.S. a pick-up truck has 
a package or load stolen... 
Babaco’s new folder tells you 
how these losses can be pre- 
vented. Write or contact 
Babaco now for a copy. 


WARNING 


POM ae . 
“TTRSS 


NOT UNDER 
DRIVER'S CONTROL 





Merante Backs Bill for 


Agreements on Commissions 

The Brooklyn Insurance Brokers As- 
sociation again will sponsor legislation to 
permit voluntaary agreements on com- 
missions by producers and companies, 
according to Charles A. Merante, a past 
president of the association. Speaking 
at the annual dinner of the association, 
at which he received the Brooklyn bro- 
kers’ annual award, Mr. Merante urged 


the industry to “give careful study and 
back the proposal when it comes before 
the New York State Legislature’s next 
session.” 

The legislation, which failed of pas- 
sage during 1952 and 1951, according to 
Mr. Merante “is actually a simple exten- 
sion of the rate regulatory act, is per- 
missible in nature and returns to the 
insurance industry its right to discuss an 
important factor of the insurance pre- 
mium without fear of running afoul of 
the State and Federal anti-trust laws.” 
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FOR THE BROKER 





Lloyd Vosseller, President 

Julius L. Ullman, Exec. Vice Pres. 
Ernest A. Copeland, Vice Pres. 
Irving Schuck, Vice Pres. 

Martin Raber, Vice Pres. and Treas. 


FIRE © 


PERRIN BUILDING, 75 MAIDEN LANE 
NEW YORK 38, N. Y. 


Let’s Talk Turkey 


Mr. General Insurance Broker: 


Your success as a broker will be in proportion to your efficiency and 
thoroughness in serving your clients. That's why you can't afford to 
neglect their life, A.&H., hospitalization and non-cancellable A.&H. 
insurance needs. 


For more than half a century our underwriters have given reliable, timely information 
or assistance on new as well as old problems involving property insurance and personal lines 


WITHOUT CHARGE. 


Join the brokers who have done business with our office regularly and who, year after 
year, have received friendly, profitable and helpful service. 


Your clients will benefit from our Underwriting, Engineering, Rate Schedule Analysis 
and other service departments of this strong, multiple line general agency. 


We write all lines—with country-wide binding powers. 


Di Merrion S Sian, 


GENERAL AGENTS ano UNDERWRITERS 
BONDS ¢ CASUALTY ~* 


DISABILITY 





MARINE 


HAnover 2-4044 


John A. Meyer, 
Andrew L. Bumby, 
Arthur Borchert, 
C. Russell Ebert, 


Secretary 
Ass’t Treas. 
Ass’t Sec'ty 


Ass’t Sec’ty 
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North British Southern 
Department at Atlanta 


FORMERLY AT. HOME OFFICE 


Personnel and Resesseat Moved From 
New York; Vice President Charles 
J. Williams Heads Office 
Monday, November 16, saw establish- 
ment by the North British Group of its 
Southern department at Atlanta in a new 
air-conditioned, fire-resistive building at 
739 West Peachtree Street, N. W. Prior 





Matar 


CHARLES J. WILLIAMS 


to that date personnel, office equipment 
and files had been shipped there from 
the home office at New York. 

Opening of this new office is in line 
with the North British Group’s long- 
range program of decentralization which 
was initiated several years ago by W. L. 
Molen, United States manager. The pro- 
gram is to establish str itegically located 
# inch offices equipped to furnish home 
office facilities and increased on-the-spot 
service to agents in surrounding terri- 
tory. The Chicago and Philadelphia of- 
fices already have been enlarged as to 
territory and scope of operation. 

The Atlanta office is in charge of 
Charles J. Williams, vice president and 
secretary. Agents of the group in the 
following ten states will now report to 
Atlanta direct: Alabama, Arkansas, Flor- 
ida, Georgia, Louisiana, Mississippi, 
North Carolina, South Carolina, Texas 
and Virginia. 

Mr. Williams, a native of Texas, has 
been with the group 27 years. He has 
had many years of experience in all 
branches of the fire insurance business 
and for seven years has been in charge 
of the Southern department at the New 
York home office. 





Ohio Farmers Reorganizes 


Fire Underwriting Dept. 
4 consolidation of farm, fire, and in- 
land marine underwriting departments 
for Ohio Farmers has been announced 
by C. D. McVay, president. This move 
is being made by the company to better 
coordinate its services to its agents. J. 
R. Hamilton, assistant secretary, will 
have charge of the reorganized depart- 
ment and has been promoted to manag- 
ing underwriter. 

C. L. Donze has been promoted to 
assistant manager and will directly su- 
pervise fire underwriting. James A. 
Ward has been promoted to assistant 
manager and will directly supervise farm 
underwriting and Robert P. Hyde will be 
assistant manager for direct supervision 
of the inland marine underwriting. 

All these men received their basic 
training in the home office of Ohio 
Farmers, and have been with the com- 
pany continuously throughout their in- 
surance careers. 


NAIC Program 


(Continued from Page 16) 


expenses; other matters submitted for 
consideration. 
Wednesday Afternoon 

1:15-2:30 p.m—Casualty and surety 
committee, W. Ellery Allyn, chairman, 
Conn.; Donald F. Dickey, vice chairman, 
Okla.; individual merit rating for auto 
liability insurance; auto rates by driver 
classification subcommittee report; the 
merits of the seven classification auto in- 
surance; other matters submitted for 
considers ition. 

1:15-2:30—Blanks committee, Walter 
A. Robinson, chairman, Ohio; Harry E. 
Wells, vice chairman, Ind.; any matter 
submitted for consideration. 

2:45-4:00—Taxation and real estate 
committee, John J. Holmes, chairman, 
Mont.; Leo O’Connell, vice chairman, 
Idaho; any matter submitted for consid- 
eration. 

2:45-4:00—Uniform accounting com- 
mittee, John R. Lange, chairman, Wis.; 
C. Lawrence Leggett, vice chairman, 
Mo.; uniform accounting subcommittee 
report; relationship between uniform ac- 
counting and rate making subcommittee 
report. 

4:00-5 :30—Rates and rating organiza- 
tions committee, Robert B. Taylor, chair- 
man, Ore.; Joseph A. Navarre, vice 
chairman, Mich.; relationship between 
uniform accounting and rate making sub- 
committee report; standard classifica- 
tions of fire occupancy hazards subcom- 
mittee report; multiple line underwrit- 
ing subcommittee report; liability insur- 
ance statistical plans; the proper rate 
on television antenna; news releases by 
rating bureaus; consideration of unfair 
discrimination in the use by nationwide 
rating organizations in some states of 
profit and contingency factors in rating 
formulae which vary from the factor 
based upon a nationwide expense classi- 
fication system used in other states 
consideration of extending multiple loca- 
tion risks rating plans to apply to build- 
ing and contents as well as stocks of 
merchandise; development of plans and 
procedures for reporting rate making 
statistics applicable to multiple line cov- 
erages; any other matter submitted for 
consideration. 

Thursday, December 3 

9:00-10:15—Fire prevention and safety 
committee, Zack D. Cravey, chairman, 
Ga.; William R. Murphy, vice chairman, 
Del. ; what would be the objection, if 
any, tO a provision requesting fire in- 
surers, or their responsible agent, to pro- 
vide local fire chiefs with a copy of any 
cancellation notice of fire policies, at the 
same time that it is sent to the insured 
rr his legal representative? Regulations 
regarding flammable fabrics and perma- 
nent wave preparations; fire safety 
standards and specifications for hospi- 
tals, old folks homes, maternity homes 
and nursing homes; sponsoring of schol- 
arships for L. P. Gas Technology; any 
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other matters submitted for considera- 


; valuation of securities sub- 
submitted for consideration. 


10:30-12: 00—Laws and os com- 


vet ‘uniform : wantieetioan, and licens- 
_ laws subcommittee report; 


submitted for consideration. 
10 aie oF Miele ta 


. Fi scher, vice chairman, 


sation small policy economies subcom- 
mittee report; that question “16” under 
general interrogatories of the fire and 
casualty annual statement be changed to 
show the retention of the carrier and 
the amount of reinsurance carried for 
excess losses and catastrophes; any 
other matters submitted for considera- 
tion. 
Thursday Afternoon 


1:00-2:00 p.m.—Executive committee, 
Donald Knowlton, chairman, N. H.; 
Wade O. Martin, Jr., vice chairman, Ia.; 
unfinished agenda items. 

2:00-3:00—Zone 3 meeting, H. A. 
Longshore, chairman, Ala. 

3:00-5:00—Plenary session—2, D. D. 
Murphy, president, presiding. 

Friday, December 4 

9 :00-12:00 a.m.—Plenary executive ses- 
sion—3, D. D. Murphy, president, pre- 
siding. 
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AGENCY ENTERS FIFTH YEAR 


Frank J. Rogers Observes Milestone by 
American Employers’ Appointment; 
His 25th Anniversary in January 
Frank J. Rogers Agency, Inc., well 
known fire and marine office at 45 John 
Street, New York, was recently ap- 
pointed by the American Employers’ as 





FRANK J. 


ROGERS 


agents for fire and inland marine lines. 
This addition to the agency ’s represen- 
tation of leading companies was timed 
for October—the beginning of its fifth 
year of business. 

Another milestone will come next Jan- 
uary when Mr. Rogers will observe his 
25th anniversary in the business. His 
insurance career started in 1929 with 
Hall & Henshaw, and before launching 
his own agency in October, 1948, he was 
with the Mezey Agency, Inc, as its in- 
land marine manager. 

Under his management the Frank J. 
Rogers Agency has made considerable 
progress in its first four years. Office 
space has more than doubled; premium 
volume since the first year has shown 
500% increase; the office staff today con- 
sists of 14 as compared with the original 
three employes. Department heads in- 
clude William Poit for fire lines; Charles 
Wilson for inland marine, and Vera 
McKnight, head of the cashier’s depart- 
ment. 

Companies represented include the 
Caledonian, Connecticut Indemnity, Twin 
City, Northern Assurance, Planet, Com- 
merce, Marine Office of America and 
American Employers’. 


Kyle Chairman Texas 


Insurance Advisory Assn. 
Gordon Kyle of Hartford, vice presi- 
dent of the Aetna Insurance Co., was 
elected chairman of the executive com- 
mittee of the Texas Insurance Advisory 
Association at the annual meeting of that 
organization in New York 
Also elected was President T. R. 
Mansfield of the Gulf Co. of Texas, vice 
chairman, and Kemp S. Dargan of Cra- 


vens, Dargan & Co., general agency, 
Houston, representative of the St. Paul 
Fire and Marine, secretary. J. T. Ma- 


lone, secretary of the Travelers Fire, was 
elected treasurer. 

The Ft. Clark Ranch at Brackettville, 
Texas, hz id been previously selected for 
the Spring meeting of the Advisory As- 
sociation executive committee. The meet- 
ing will be held April 26, 27 and 28. 


AUTO CLAIMS ASSN. MEETS 


Members Discuss Problems Arising 
From Storm and Other Questions; 
Christmas Party in December 


Several automobile loss problems were 
discussed briefly at the November meet- 
ing of the Automobile Claims 
tion at Miller’s Restaurant in New York 
City last week. Vice President Clifford 
E. Gundersen presided in the absence 
of President C. J. Ryan. It was voted 
to hold the annual Christmas 
luncheon on Thursday, 
the 


Associa- 


party 
December 10, at 
same restaurant. 

One problem considered by the mem- 
bers is that of reducing losses on auto- 
mobiles immersed in salt water. The storm 
of two weeks ago, which led to extensive 
sea water damage on ocean and bay 
shore fronts due to winds and high tides, 
resulted in automobile claims. 
Damage due to high water is recoverable 
under automobile comprehensive cover- 
age although not insured under ex- 
tended coverage endorsements on houses 
and contents. 

While some adjusters said that numer- 
ous cars flooded by salt water might re- 
sult in constructive total losses, others 
stated that if such cars could be re- 
move quickly to a place where they 
could be washed down thoroughly with 
fresh water, damage could be substantial- 
ly reduced. The time element is a vital 
factor, for the longer salt remains on a 
car engine or body the more extensive 
the loss. 

Another matter discussed was liability 
ot underwriters for damage to the trans- 
mission mechanism of a car caused by 
negligence of a tow truck driver taking 
the car from the scene of a collision. It 
was argued that collision would not be 
the proximate cause of the transmission 
damage and there was expression of 
views on whether the loss is insured 
under comprehensive coverage. It was 
brought out that an assured is required 
under his policy to take steps to pro- 
tect his property and that calling a tow 
car is in line with this demand. 

Herbert A. Birmingham of Frank B. 
Cooper Co., an adjuster, was elected an 
associate member of the Claims Asso- 
ciation. 


many 
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DEALER HELD RESPONSIBLE 


Kentucky Court Rules Dealer Must Tell 
Used Car Buyer of Mechanical 
Defects When Car Is Sold 

The Kentucky Court of Appeals has 
ruled that it is a dealer’s responsibility 
in used car sales for condition of vehicles 
sold. In an opinion written by Beverly 
Waddill, a judgment was upheld for 
$11,489, awarded Albert Brannon, for in- 
juries suffered at Lexington, Ky., when 
struck by a car shortly after it was pur- 
chased from a used car dealer in Lexing- 
ton. The new owner-driver of the car 
testified that the brakes grabbed, and 
caused the car to skid, at a point about 
14 blocks from the location of the motor 
firm from which he purchased it. 

3rannon was pinned against a wall and 
his left leg crushed so badly it had to 
be amputated. Gaidry Motors, Lexing- 
ton, sold the car, and were defendants to 
the suit. 

The court said “It is not too harsh a 
rule to require used car dealers to use 
reasonable care in inspecting cars before 
resale to discover these defects.” 

Kentucky is now one of two states 
which hold the used car dealer legally 
responsible if he fails to warn the buyer 
of mechanical defects which result in 
injury to anyone. Missouri was said to 
be the only other state with such regu- 
lations. 

The Appellate Court upheld a decision 
of Judge Jos. B. Bradley of the Fayette 
County Circuit Court, Lexington. 


ROBERTS NORTHERN SPECIAL 

Earl D. Patton, United States mana- 
ger of the Northern Assurance Group, 
announces appointment of Ralph Roberts 
as special agent for Alabama. His head- 
quarters will be in the company’s Atlanta 
office. 


HARRIS INDIANA SPECIAL 

The Glens Falls has announced ap- 
pointment of Thomas A. Harris as spe- 
cial agent for Indiana, wtih headquarters 
at 535 State Life Building, Indianapolis. 
He will assist Manager Maurice H. Cra- 
vens in development of multiple line 
business. 
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Vice Pres. at New York for 


General America Companies 





ROBBINS 


FLOYD M. 


Willis L. Campbell, president, General 
of America Companies at Seattle, Wash., 
announces appointment of three new 
officers. They are Chase Garfield, for- 
merly resident vice president, California 
division, Los Angeles, to vice president 
of the four General of America Compa- 
nies; A. D. Howlett, former manager, 


California division, to resident vice 
president, California division, Los An- 
geles; and Floyd M. Robbins, former 
Eastern division manager, to resident 
vice president, Eastern divisi nm, New 
‘ork 


elected at the quar- 
the Gen- 


The officers were 
terly meeting of directors of 
eral Companies. 

Mr. Garfield started with the General 
as manager of California, Arizona and 
Nevada in April 1, 1933. Prior to enter- 
ing the insurance field, he was Oregon 
state agent for Chrysler Motors 

Mr. Howlett was born in Indiana and 
graduated from Wharton School, Uni- 
versity of Pennsylvania, in 1925. He be- 
gan his insurance career with a mutual 
company. The first 14 years of insurance 
he worked as an underwriter, a branch 
office sales manager and a Soak office 
sales manager. Mr. Howlett joined the 
General in June, 1944, when he was em 
ploved as a casualty underwriter. 

Mr. Robbins graduated from University 
of Minnesota in 1934. He has been in 
insurance continuously since 1935 except 
for four and one-half vears as a lieu- 
tenant USNR engaged in submarine 
warfare research. In the insurance field, 
his duties included mail boy and mes- 
senger underwriter, sales correspondent, 
division correspondence manager, special] 
agent and Eastern division manager with 


offices in New York City. 


GAB CLASS POSTPONED 

One of the effects of the November 6 
storm was cancellation of General Ad- 
justment Bureau’s advanced school for 
senior adjusters. Before the end of the 
first day’s session, those in attendance 
had been assigned to the storm area to 
assist in the adjustment of thousands of 
claims created bv the high wind. The 
advanced class will reconvene at a later 
date after the conclusion of the storm 
adjusting operation. 
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Ray Murphy Replies to 
Bohlinger Statements 


GIVES COMPANIES’ ARGUMENTS 


General Counsel of Assn. of C. & S. Cos. 
Attacks Position That Defects in 
Mass. Law Cured in N. Y. Draft 

In answer to statements made by New 
York Superintendent of Insurance Al- 
fred J. Bohlinger at a meeting of the 
Citv Club of Rochester last week, in 
which he referred to compulsory auto 
liability insurance as “inevitable” in New 


York, Ray Murphy, general counsel, As- 
sociation of Casualty & Surety Com- 
panies earlier this week sent the fol- 


lowing letter to the Superintendent : 

“The report of your talk states that 
you chided stock casualty companies for 
trying to defeat the compulsory insur- 
ance bill in New York by pointing to 
alleged defects in the bill passed in 
Massachusetts in 1926. You are reported 
as stating ‘The compulsory legislation 
proposed at the 1953 session of the New 
York legislature contained none of the 
undesirable features pointed to in the 
Massachusetts law. Neither did it con- 
tain any infirmities which would have 
created new problems for the insurance 
carriers or their producers. Had there 
been any serious defects in the proposed 
law, T am quite certain that the com 
pany earcuaatatiers would have discov 
ered them long ago and would not have 
found it necessary to rely on the 
threadbare arguments they had 
using since the early 1930's.’ 
“Perhaps you will not mind my re 
freshing your recollection by reminding 
you that in addition to certain 
arguments against the principle of com- 
pulsory insurance 


which we have con 
sistently made, our association filed with 
the legislature on February 24, 1953, a 
five-page memorandum enumerating our 
objections to specific provisions in the 
compulsory bill and the 
plan bill. A copy of this memorandum 
was furnished to you at your request 
at that time. I enclose another copy of 
this memorandum to refresh vour reco] 
lection. The memorandum is not in any 
sense a general argument against com- 
pulsory insurance as such, but is a de 
tailed statement of specific objections to 
the particular bills in question. Quite 
contrary to the import of your speech, 
there were serious defects in the pro- 
posed legislation and they were quite 
clearly pointed out in that memorandum 
“T thought we should set the record 
straight as to this. Mv mere mention 
of this is certainly not indicative of any 
tacit agreement on other points raised 
in your talk, as reported. In view of 
the prominence given to your speech in 
the press. I feel it essential to release a 
copy of this letter to the press.” 


same 
been 


basic 


assigned case 


National Council Honors 


Smith and Southard 


National Council on Compensation In- 
surance gave a dinner November 12 in 
honor of D. D. Smith, secretary on the 
executive staff, and S. C. Southard, 
southeastern bureau manager, both of 
whom have just completed 30 vears of 
service. General Manager H. F. Richard- 
son and other council executives at- 
tended the affair 


SPECIAL MEETING DEC. li 
Member companies of Compensation 
Rating & Inspection Bureau of New Jer- 
sey will act at a special meeting called 
for December 11 on the recommended 
employes’ retirement plan. 


Hearthstone Gets Temporary 
Restraining Order in Calif. 


On November 12 the Superior Court 
of San Francisco issued a temporary re- 
straining order which restrained John R. 
Maloney, California Insurance Commis- 
sioner, and Coleman E. Stewart, hearing 
officer, from holding the hearing on 
charges made by the Insurance Commis- 


sioner against the Hearthstone Insur- 
ance Co. of Boston, and W. Clement 
Stone, its president, pending a decision 


by the court on a complaint for an in- 
junction brought by the company and 
Mr. Stone. 

The Hearthstone and President Stone 
petitioned the Superior Court to enjoin 
the Insurance Commissioner from pro- 
ceeding further with the charges he 
had made against the company on the 
grounds that the company’s method of 
selecting its agents and its sales pro- 
gram and sales instructional bulletins, 
both of which have been questioned by 
the Insurance Commissioner, “were as 
better than the standard gen- 
prevailing in the industry,” and 
Insurance Commis- 
sioner’s action “was wilfully and = un- 
justly discriminatory against the com- 
pany and would do the company and its 
president irreparable damage.” 

The complaint for the injunction also 
alleged hostile atmosphere and_ preju- 
dicial bias on the part of the California 
Insurance Commissioner and his person- 
nel, and alleged that respondents’ coun- 
sel because of other commitments would 
be unable to defend the case until after 
January 15, 1954 

The complaint further 


good or 
erally 
that therefore, the 


noted that the 





Ind. Statistical Service 
Meets at NAII Convention 


The Independent Statistical Service, a 
department of the NAII, met in St. 
Louis on November 9, immediately pre- 
ceding the Independent Insurers conven- 
tion. The meeting, attended by 200 mem- 
bers and guests, was opened by President 
Robert G. Jamieson and Vestal Lemmon, 
general manager, NAII, who reported on 
the purposes and operations of the Inde- 
pendent Statistical Service. 

The morning session consisted of a 
panel on the use and purposes of statis- 
tics and included C. B. Kenney, vice 
president, Allstate, who substituted for 
W. J. Heinrich, assistant secretary of 
that company who was ill. Mr. Kenney 
raised the question of whether the in- 
surance industry must use only one 
formula in arriving at adequate, reason- 
able and non-discriminatory rates and 
made a plea for the right of the inde- 
pendent companies not to be coerced into 
accepting any one rate formula. 

Other speakers on the panel were John 
P. Mallett, director, C. & S. division, 
Kentucky Insurance Department, and 
D. A. Tapley, associate actuary, State 
Farm Mutual Auto. The afternoon ses- 
sion opened with a talk by William 
Krasean, Wolverine Insurance Co., and 
included a panel conducted by the statis- 
tical committee with E. L. Brandt, vice 
president, Auto-Owners Insurance Co., 
serving as the moderator, and various 
other members of the committee serving 
as the experts. 


same facts had been pointed out to the 
hearing officer in a request for a con- 
tinuance of the hearing but that this 
request had been denied. 

The Superior Court in conjunction 
with issuing the temporary restraining 
order, stated that it would take the case 
under advisement on briefs, giving the 
plaintiff ten days to file their brief and 
the defendants ten additional days to 
file a reply brief. 
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Independent Isurers 
Meeting in St. Louis 


DISCUSS UNIFORM RATE LAWS 





Members and Guests Hear Many Insur- 
ance Executives; Former Vice Presi- 
dent Barkley, Rep. Short, Speak 





Closing feature of the November 10 
session of the meeting of the National 
Association of Independent Insurers at 

Louis was a special panel on rating 
laws at which an Insurance Commis- 
sioner, company executive, a State Sena- 
tor and an insurance agent discussed the 
problems of uniform rate laws in gen- 
eral and the so-called Commissioners 
All-Industry Rating Bill in particular, 

Lee O’Connell, Idaho Commissioner, in 
speaking on the panel, discussed the 
1951 Idaho rating law, which he said as- 
sumes that reasonable competition exists 
and added that so long as reasonable 
competition continues to exist, the pub- 
lic is served equally well by the making 
of rates in concert and by individual 
companies. He suggested that the word 
“Commissioners” be dropped from the 
“All-Industry” law since it originated 
with the industry leaders. 


Experience Under California Law 


F. Britton McConnell, vice president, 
Pacific Employers, Los Angeles, discuss- 
ing: “Should the Standards of ‘Exces- 
siveness’ and ‘Inadequacy’ Be Defined 2” 
said that the operations of such defini- 
tions under the California law have 
proven desirable and in the public in- 
terest in contrast to the model commis- 
sioners law, and that, in all states where 
the all-industry type laws are used its 
use has curtailed competition and estab- 
lished uniform rates, while the Califor- 
nia law encourages fair competition and 
on a sound financial basis. 

Former State Senator Milton Napier, 
a St. Louis attorney, speaking on the 
“Effect of Competition on Price,” re- 
called how a handful of Missouri sena- 
tors, of which he was one, amended the 
all-industry bill presented by “taking 
the cancer out of it” enacting Senate 
Bill 144, a concrete example of a rating 
bill that works in the interest of all. 

Holton R. Price, W. H. Markham & 
Co, “" Louis, and chairman of the 
board, National Association of Casualty 
& Surety Agents, said he thought it was 
time to take a second look at the all- 
industry law, and that many in the in- 
dustry have the same view. He warned 
of the dangers of a controlled industry 
since the insurance market might lose 
its freedom. Excessive official control 
might lead to regimentation, he added. 

Speakers earlier in the day included C. 
Lawrence Leggett, Missouri Insurance 
Superintendent; City Counseior Leiber- 
man of St. Louis; both of whom made 
official addresses of welcome, with the 
response for the association by Walter 
L. Hays, a member of the NAII board 
of governors, and president, American 
Fire & Casualty, Orlando, Fla. 

The President’s Address 


President Jamieson, in his presidential 
address, emphasized that the NAII’s 
original purpose is becoming more and 
more important to the industry. He then 
described the major functions of the or- 
ganization, introducing key members of 
its staff. He confined his address chiefly 
to one subject, the regulation of the price 
of the insurance policy. 

Other speakers on November 10 in- 
cluded Vestal Lemmon, whose report as 
general manager was reviewed last week, 
D. D. Murphy, South Carolina Commis- 


sioner and president, NAIC, who re- 
marked in his talk that the purpose 


clause of the all-industry bill clearly 
provides: “Nothing in this act is in- 
tended to prohibit or discourage reason- 
able competition,” and Waldo C. Cheek, 
former Commissioner of North Carolina 
and now with Independence Life who 
pleaded for equitable treatment of the 


(Continued on Page 37) 















Se eee 






WOR Sete oe 
























































bs eae aa 
























November 20, 1953 

















Heffley Gives Findings 
On TV Advertising 


17 COS. HAVE USED THIS MEDIA 


Tells American Mutual Alliance That 
Three Cos. Invested $629,000 in TV 
in 1952; Gives Pros and Cons 


An informative talk on television ad- 
vertising and its value to insurance com- 
panies and agencies was delivered by 
Earle F. Heffley, public relations staff 
of Lumbermens Mutual Casualty, at the 
annual convention of American Mutual 
Alliance, November 16, in Chicago. While 
Mr. Heffley did not make general recom- 
mendation for or against television as 
an advertising medium he did give the 
results of a survey he conducted among 
17 mutual fire, casualty and life compa- 
nies so as to gauge the industry’s use 
of this type of advertising. His findings 
were received with keen interest, espe- 
cially as Mr. Heffley’s talk is one of 
the first to be given on TV advertising 
for insurance companies. 

In giving the responses to this survey 
Mr. Heffley said that two of the com- 
panies have used network television 
(one, a life carrier, is still doing so) and 
eight carriers have used local television 
advertising, three of whom are still at it. 
Twelve have considered using network 
television, and five have considered local 
se 

The speaker also brought out that 
three of the companies including one 
life company, invested a total of $629,000 
on network television in 1952. These 
were The Prudential—$296,000; Mutual 
of Omaha—$295,000, and Liberty Mutual 
—$38,000. 


Types of TV Local Programs 


One of the carriers doing local TV 
advertising has a 15-minute news pro- 
gram which it considers successful; an- 
other has a five-minute weathercast and 
soon will give reports on road conditions 
within a day’s drive of its area. Its 
sales force likes this program although 
it is too new to evaluate. Mr. Heffley 
noted that a third local TV user dis- 
continued last summer after a year’s 
experiment with a once-a-week 15- 
minute program. A fourth firm has used 
local TV in support of spot announce- 
ments, hitchhiking on a 42-station net- 





PLAN MERGER OF EXICO-AMICO 


Stockholders of Two Kemper Cos. to 
Vote in December; American Motor- 
ists to Be Surviving Company 
Stockholders of Excess Insurance Co. 
of America, New York, and of American 
Motorists Insurance Company, will be 
asked to approve a merger of the two 
companies at special meetings in Decem- 
ber. H. G. Kemper, president of the 
companies, said the stockholders of Ex- 
cess will meet in New York City on 
December 8 and the stockholders of 
American Motorists will meet December 

10 in Chicago. 

The American Motorists will be the 
surviving company with assets of more 
than $50,000,000 and a capital of $3,000,- 
000. It will sell every form of insurance 
except life and has plans for doing an 
increasing amount of reinsurance busi- 
ness. One of the principal reasons for 
the merger is to afford broader excess 
and reinsurance facilities, Mr. Kemper 
said. 

Directors of both companies have ap- 
proved the merger proposal and the in- 
Surance departments of New York and 
of Illinois have stated they will approve 
the merger agreement when adopted by 
the stockholders of the companies. 

The merger agreement provides that 
1,000,000 shares of $3 par value stock 
will be issued. Stockholders of Excess 
will be issued 200,000 shares, one share 
being issued for each share now held 
in Excess. Stockholders of American 
Motorists will be issued 800,000 shares, 
two shares of stock of the surviving 
company being issued in exchange for 
one share of present stock. 


work show. A fifth user of TV ran a 
15-minute program for 26 weeks which 
featured musical films at first and then 
filmed news. 

“A sixth company tried three one- 
minute spot announcements,” continued 
the speaker. “These produced 83 in- 
quiries at a cost per inquiry of less than 
$6 which the advertiser felt was the 
break-even point. .. . Finally, one carrier 
which had a 13-week, 15-minute weekly 
news program in the East, reports favor- 
able comment even though they cannot 
trace sales to TV advertising alone. 

“Mutual of Omaha was getting over 
1,000 inquiries a week a short time after 
it began to sponsor the Arthur Godfrey 
morning show this year. Incidentally, 
their 13-week radio-TYV simulcast will 
cost over $400,000.” 

Mr. Heffley listed a number of reasons 
why the companies he surveyed are 
using or considering TV advertising. 
Among them were (1) the novelty of 
the medium; (2) TV is a better medium 
than any other for promoting specific 
coverage; (3) TV can build the com- 
pany’s name over a larger area more 
quickly; (4) TV gives a greater return 
for dollars spent, and (5) TV gives sales 
messages greater impact. Six companies, 
he said, used TV in support of other 
advertising and sales efforts while an- 
other six used TV to reach the popula- 
tion-center market. 

The speaker stressed the bigness 
of the TV market; said that the sales 
approach can be friendly and intimate. 
As of November 7, 1953, there were 306 
stations in 199 cities beaming programs 








EDUCATIONAL DIRECTOR 


wanted by large Eastern company 


One of the largest multiple-line stock companies on the 
Atlantic seaboard (Casualty-Bonding-Fire & Marine) 
offers a rare once-in-a-lifetime opportunity to a young 
man (28-42) who feels himself qualified to take charge 
of its Education Department. Good salary and good 
future. All replies will be held in strict confidence. 
Please write to Box 2211, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 








to about 26 million homes. 

As to factors against the use of TV, 
Mr. Heffley listed (1) the tremendous 
sales and pulling power of television. 
“Several case histories show that TV 
has been too successful, supplying the 
advertiser with too many leads for the 
sales force to follow up promptly and 
carefully; (2) insufficient need for TV 
advertising and (3) difficulty in arrang- 
ing for an acceptable time. Main ob- 
jection apparently is the cost of pro- 
grams in response to which the speaker 
said: “TV time and talent costs com- 
pared with circulation have gone down 
while newspaper and magazine 
have gone up.” 


costs 











Are your clients complaining about the cost of their automobile 
insurance? Do you wish you could head off such complaints 
before they start—by acquainting the public with the story 
behind automobile insurance rates, told in a dramatic, 


convincing way? 


Then “Dollars and Sense,” the newest Zurich-American 


film, is made to order for you. 


By means of a fast-moving story it shows how automobile 
insurance rates are affected by various factors—particularly 
by unjustified awards which may be granted by juries in 


automobile liability suits. 


Arrange for a preview through the nearest Zurich-American 
office. Then, when you see the job this film can do for you, 
you can book it on a loan basis. Don’t put it off. Do it today! 
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Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 S. LASALLE ST., CHICAGO 3, ILLINOIS 


Independent Insurers 


(Continued from Page 36) 


American reinsurance companies in the 
foreign markets. 

The luncheon session on November 10 
was addressed by Dewey Short, Con 
gressman from Missouri and chairman 
of the House Armed Forces Committee. 
Also speaking on Tuesday were Charles 
Kistenmacher, St. Louis Globe-Democrat, 
whose subject was “What the Press Can 
Do to Promote Safety,” and Clem D. 
Johnston, vice president, U. S. Chamber 
of Commerce who spoke on the opera- 
tion of some 60 corporations of the Gov- 
ernment and its 300 activities that com- 
pete with private industry in this coun- 
try. 

The program on November 11 was 
opened with a talk on safety responsi- 
bility laws by Kenneth F. Neu, region 
III representative, American Association 
of Motor Vehicle Administrators. Also 
on the program were talks by George 
Schepens, manager of the assigned risk 
plans of Connecticut, Delaware, Penn- 
sylvania, New Jersey, New York, Rhode 
Island and West Virginia, and Louis An- 
toine, assistant vice president, American 
Automobile, St. Louis. 


Former Vice President Barkley 


The luncheon meeting on Wednesday 


was addressed by Alben W. Barkley, 
former Vice President of the United 
States. 


The final business of the meeting was 
handled in executive session, including 
the election of officers and members of 
the board of governors as reported last 
week. The meeting went on record as 
endorsing the uninsured motorist pro- 
gram as outlined in the annual report of 
the general manager and approved 
unanimously the NAII’s new assessment 
formula for the member companies to 
provide finances for the organization. 


TIME FOR APPEAL EXTENDED 
U. S. Supreme Court Permits Up to 
December 3 for Petition Filing in 
Keystone Mutual Casualty Case 
Insurance Commissioner Artemas C 
Leslie of Pennsylvania has advised all 
interested parties that the Supreme 
Court of the United States has extended 
to and including December 3, 1953 the 
time for filing a petition for rehearing 
in the Keystone Mutual Casualty appeal. 
No claims of creditors can be paid 
by Mr. Leslie, as statutory liquidator, 
pending the outcome of this proceeding 


J. Chester Mullen Retires 

After 40 years of service with the 
Employers’ Group insurance companies 
J. Chester Mullen, deputy manager of 
the parent company and vice president 
of its two running mates has retired 
Prior to his elevation to his present 
post in 1947 Mr. Mullen was Employers’ 
assistant deputy manager and vice presi- 
dent of Employers’ Fire and American 
Employers’. His retirement was an- 


nounced by Edward A. Larner, executive 
head of the Employers’ Group. 
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Bailey Predicts Future 
Brighter For Auto Liab. 


ADDRESSES ILLINOIS AGENTS 
Asst. Secretary, NBCU, Says Sound 
Economy Tends to Stabilize Rate 
Level; New Classification Plan 
ee annual conven- 
ation of Insur- 
Tuesday, 


Speaking before the 
tion of the Illinois Associ 
ance Agents at Peoria on 
William O. Bailey, assistant secretary, 
National Bureau of Casualty Under- 
participating in a panel discus- 


writers, 
sion of “Today’s Automobile Problems,” 
predicted a somewhat brighter future 
for the auto liability business and ex- 
plained briefly the development of the 
National Bureau’s classification plan for 
auto business. 

In discussing the future, Mr. Bailey 
said: 

“Looking at the situation country- 





BAILEY 


WILLIAM O. 


now are faced with the pros- 

reasonably sound economy 
with its stabilizing effect on rate levels. 
No rate increases were required in 
roughly half of the states this year for 
automobile liability insurance. Two 
reductions, the first 


wide, we 
pect of a 


states earned rate 
since February, 1951. In the remaining 
states, rates either have been or are in 


revision to reflect the 


the process of 
latest available ex- 


indications of the 
perience.” 

He then outlined the working of the 
bureau’s classification plan and frankly 
discussed many of the considerations 
and criticisms under which the plan 
was evolved. 


Criticism of Plan 


“Various details of the plan,” he said, 
“have been criticized by some agents 
and brokers. One thing is certain, no plan 
could be devised which would suit 
everyone and work equally well in all 
instances. What we had to do was 
consider the average risk situations an I 
weigh the relative desirability of each, 
recognizing that there would aewaaths 
be exceptions to the rule. 

“Perhaps ope rience will indicate that 
certain changes or modifications ari 
necessary. I] am sure that the com 
panies will very carefully watch the 
results as they develop and improve 
the plan wherever this is possible and 
found necessary. Constructive criticism 
and suggestions for improvement from 
producers will be helpful in this regard 

“Please do not misunderstand me. | 
agree with the statement that the new 
plan means additional work to the 
producers. Doesn’t any change? How 
ever, I believe that the new plan les- 
sens this additional work insofar as 
possible by keeping to a minimum the 


number of questions that need be asked 
to properly classify risks. 


No 


in order 


State Insurance Fund’s 


Safety Award Dinner 
Approximately 450 business leaders 

in the metropolitan area will attend the 
State Insurance Fund’s_ Policyholders 
Advisory Council and Safety Award Din- 
ner meeting at the Hotel Commodore, 
Tuesday, November 17, at 6:00 p.m., it 
was announced by William B. Folger, ex- 
ecutive director of the State Fund. Com- 
missioner Samuel G. Staff and Deputy 
Executive Director Richard B. Williams 


involved 





complicated or 
answers are 
between the 
and easy 


questions or 
necessary. The distinction 
various classifications is 


clear-cut to understand. 
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open for other lines! 


will be present to assist in the awarding 
of prizes to winners of the 1953 safety 
competition recently completed. About 
1,366 State Fund policyholders in this 
area took part in the accident prevention 
competition and many have won tro- 
phies. 

Other insurance executives of the 
State Fund, including Thomas G. Gor- 
man, director of policyholders service, 
and John Quesal, safety service director, 
will be present to discuss compensation 
and disalibity insurance problems and to 
accentuate the need for concentrated 
safety programs. Mr. Folger’s remarks 
will be devoted to the problem of reduc- 
ing insurance costs through intensified 
accident prevention activities. 


Increase your 


BUSINESS 


with 


AMERICAN SURETY’S 


HARD-HITTING 


SALES AID! 


This easy-to-read 
issue tells you about: 


HOW AVIATION INSURANCE 
CAN PAY OFF FOR YOU! 


You may have overlooked these profitable lines—they’re 
easy to develop! And once on your books—the door is 


“‘Mailroad to PROFITS” shows you: 


e The various kinds of protection needed .. . 


e The wide market — even outside of the 


largest cities. 


In addition, you can get a free sales kit, prepared 
by U. S. Aireraft Insurance Group, by checking this 


box. ["] 


Our nearest Branch office will be glad to help. 
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For your free copy 
of “Mailroad to 
PROFITS’ —fill in 
coupon and mail 
today to nearest 
branch office 


shown below. 


FIDELITY - SURETY - CASUALTY - INLAND MARINE 


Without obligation please send me a free copy 
f “Mailroad to Profits” 
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Agency 
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(Please fill in) 
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100 Broadway, New York 5, N. Y. 
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AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS, INC. 








INSURANCE INSTITUTE MEETING 


Luncheon Meeing at Hotel Astor Novy. 6; 
Crewe Pres., Diemand, Loman, Cheg-’ 
widden, Gorelich Elected 

The Insurance Institute of 
held its annual luncheon meeting 
November 12 at the Hotel Astor in New 
York at which time prizes were pre- 
sented to the award-winning students 
taking institute exams during the past 
the year’s activities 


America 


year. Reports on 
were given by the present officers and 
the slate for 1954 was unanimously 


elected as presented by the nominating 
committee. 


New officers are: Rexford Crewe, 
president; John A. Diemand, vice presi- 
dent; Harry J. Loman, executive vice 


president; F. Harman  Chegwidden, 
treasurer, and Arthur C. Goerlich, secre- 
tary. The following were elected to the 
board of governors, class of 1956: John 
H. Grady, Charles Jervey, Bese. 
Leslie, Edward G. Lowry, Jr., Elmer 
Sammons, Mortimer E. Seesiue and J, 
Arthur Bogardus. 

The prize-winning students who re- 
ceived their awards at the luncheon 
were headed by J. C. Melvin Scott, casu- 
alty underwriter, Yorkshire Corp., Van- 
couver, B. C, who won the Edward 
Rochie Hardy prize ($50 U. S. Bond) for 
the most distinguished graduate of the 
year. Mr. Scott also received a $25 say- 
ings bond awarded by the Insurance 
Institute to the candidate having the 
highest average for the year in the 
surety branch, and the Werbel prize 
awarded to the student with the highest 
average irrespective of branch. 


The Ben S. McKeel prize awarded 
to the student engaged in claim or loss 
adjusting work receiving the highest 


average for the year went to William 
W. Lange, Jr., Fire Association of 
Phil .delphia, Philadelphia. 

Winners of the $25 Insurance Institute 
awards in the other branches were: 
Principals—Eugene Carryl Redd, Farm 
Bureau, Columbus; Casuz ulty—B. John 
Leslie Rolfe, Leslie Wright and Rolfe, 
Ltd., Vancouver, B. C.; Fire—Walter A. 
Womer, Lebanon eae Lebanon, Pa.; 


Inland Marine — Franklyn Johnson, 
American Insurance Co., Rockford, IIL, 
and Marine—G. Fraser Henderson, 


Phoenix Assurance, Halifax, N. S. 

In his report, Harry J. Loman, execu- 
tive vice president, expressed s satisfaction 
with the results of the first year of op- 
eration following the merger with the 
American Institute of Property and 
Liability Underwriters. He described the 
procedure of integration with the Ameri- 
can Institute and gave a program for the 
future which included a plan whereby 
the National Board of Fire Underwriters, 
the Association of Casualty & Surety 
Companies and the American Mutual 
Alliance are cooper: ating in having their 
member companies encourage personnel 
to study institute courses. He also an- 
nounced the appointment of Edwin S. 
Overman as director of field services. 

Immediately preceding the luncheon, 
the board of governors of the institute 
held a meeting at which time it elected 
the following persons as honorary mem- 


bers of the Insurance Institute: Robert 
P. Barbour, Montclair, N. J.; Walter H. 
Bennett, New York, N. Y.; Richard 
Fondiller, New York, N. Y.: Wilfred 
Kurth, Ridgewood, N. J.; Ronald R. 
Martin, Montclair, N. J.; Gilbert W. 


Root, Honolulu, Hawaii. ; 
The board also approved the thesis 
entitled “The Hazard and Insurance Sur- 
vey” by Henry K. Duke of Cumberland, 
Md., and Mr. Duke was elected a Fellow 
of the Institute (by thesis). Mr. Duke 
has the unusual distinction of being the 
only person who concurrently holds the 
CPCU, CLU and FIIA designations. 


STANDARD ACCIDENT DIVIDEND 

The board of directors of Standard 
Accident of Detroit today declared a 
dividend of 40 cents per share to be paid 
December 4, 1953 to common stockhold- 
ers of record as of the close of business 
November 23, 1953. 
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Jaffe Burglary Forum 
Attracts 340 Brokers 


T. P. WHELEHAN CHIEF SPEAKER 


Points to Value of Records and Destruc- 
tion and Accounts Receivable Cov- 
erages, M. & S. Broad Form 


A total of 340 brokers attended the 
educational forum of Jaffe Agency, Inc., 
New York, which featured broad forms 
of burglary coverage. Held at Whyte’s 
Restaurant on Fulton Street, the speaker 
of the evening was Thomas P. Whele- 
han, assistant manager, burglary depart- 
ment, Hartford Accident & Indemnity’s 
New York office, who is vice president 
of the Burglary and Glass Association 
of New York. 

Mr. Whelehan started off with a de- 
scription of the records and destruction 
policy and aroused considerable interest 
as he explained how many companies 
suffer because of the loss of valuable 
records; how to determine the amount 
of insurance needed; how to meet the 
insurance needs of libraries. He then 
gave a resume of blanket, specific and 
outside provisions together with a dis- 
cussion of rating and discounts. 


The speaker’s advice to his broker au- 
dience was that “in enumerating the 
various types of assured who may be 


considered good prospects for records 
and destruction policies, each broker 
should begin by selling himself this in- 
surance. 

“There is no question but that a bro- 
ker’s office would suffer severe financial 
loss if records are destroyed. The posi- 
tive act of purchasing the insurance as 
a matter of self protection can put the 
broker in a more enthusiastic and con- 
vincing frame of mind when talking to 
his clients. In some cases it might even 
be advisable for the broker to carry his 
own policy with him for show purposes,” 
Mr. Whelehan said. 


Accounts Receivable Policy 


In discussing the accounts receivable 
policy Mr. Whelehan explained how to 
arrive at the amount of insurance and 
the deposit premium. He spoke of the 
rating, premium adjustment and protec- 
tion of records features which make 
this coverage desirable both to sell and 
to buy. 

The speaker also outlined some of the 
special provisions of the money and se- 
curities broad form, including loss by 
fire, loss of property other than money 
and securities, and damage to safes 
caused by burglars. 

By offering sales helps and ideas Mr. 
Whelehan stimulated enthusiasm — in 
these types of insurance which are all 





United National Indemnity 
Appoints Three Directors 


The National of Hartford Group has 
announced the, election of three new 
directors of United National Indemnity 
at a meeting of the United National 
board of directors on November 16. The 
new directors are: E. Clayton Gengras 
of Hartford, and Col. W. H. Miller and 
James Nichols Smith of New York. 

Mr. Gengras is actively identified with 
a number of business and _ industrial 
interests including the Fire & Casualty 
Insurance Co. of Connecticut of which 
he is president and treasurer. Col. Miller 
is a vice president of the Hanover Bank 
of New York and Mr. Smith is president 
of Meinel & Wemple, Inc., New York 
reinsurance brokers. Mr. Smith is a 
director of two other National of Hart- 
ford Group companies, the Transconti- 
nental and the Franklin National. 


1954 MEET AT WHITE SULPHUR 

The International Association of In- 
surance Counsel, of which J. A. Gooch 
of Fort Worth, Tex., is president, will 
hold its 1954 annual convention, July 
8-10, at the Greenbrier, White Sulphur 
Springs, W. Va. 


too often overlooked in preference to standards in safes, vaults and cabinets. 

other coverages which assureds have The use of the Mosler fire “DangeRater” 

been educated to consider more essen- was explained, along with illustrative 

tial. examples of safes that are inadequate 
“Although coverages available from for proper burglary protection. 

the burglary departments of casualty Mr. Murphy, an insurance underwriter 

companies are not compulsory,” Mr. since 1925, has been with the Mosler 


Safe Co. for the past two years working 


“the law of self-preserva- 
directly with insurance brokers, agencies 


considered. 


Whelehan said, 
tion should certainly be 





Left to right—Sidney Krasnoff, Thomas P. Whelehan, Alfred I. Jaffe, 
John P. Widmann and James A. Murphy. 


and companies in the field of burglary 
and theft. He has lectured extensively 
on the subject and works directly with 
insurance people on specific problems. 

Mr. Whelehan and Mr. Murphy, along 


Loss of records, merchandise or monies 
not insured could seriously endanger or 
even spell finis to the business life of 
many firms.” 


Murphy of Mosler Safe Co. Also Talks 


with John P. Widmann of the Loyalty 

Following Mr. Whelehan’s talk, the Group and Sidney Krasnoff of the 

forum heard J. A. Murphy of the Mosler Jaffe agency answered questions from 

Safe Co., New York, who gave a short the floor. Following the discussion the 
talk on fire and burglary protection guests enjoyed a buffet supper. 








A Best-selling Policy becomes BETTER THAN EVER! 


TRIPMASTER 
TRAVEL ACCIDENT 
POLICY 






Thousands of agents have sold hundreds 

of thousands of Tripmasters in the last 

3 years. It’s that kind of a policy: 1 day to 

6 month terms . . . world wide, 24-hour 

coverage .. . appeals to everyone... sells easily . . . low premium 
. big amounts of protection . . . always good for repeat sales. 





NOW, Tripmaster is twice as good as it was before. Medical Ex- 
pense Benefits are DOUBLED . rates are REDUCED! The 
minimum policy formerly provided $250 Medical Expense with 
$5000 Death & Dismemberment. Now it’s $500 Medical Expense 
with $5000 D. & D. The maximum policy provides $5000 Medical 
Expense with $50,000 Death & Dismemberment. 


If you’re not familiar with Tripmaster, you’re missing something 
good. Write for sales kit today. 


American Casualty 
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Revises O. L. & T. Rates 
In Ten States, D. of C. 


MANUF. & CONT. ALSO CHANGED 
New NBCU Rates Effective Nov. 16; 
Most O. L. & T. Classifications Slightly 
Higher, M. & C. Reduced 


Revised bodily injury liability insur- 
ance rates for owners’, landlords’ and 
tenants’ area and frontage classifications 
and for manufacturers’ and contractors’ 
classifications have been announced for 
certain states by the National Bureau 
of Casualty Underwriters on behalf of 
its member and subscriber companies 
New comprehensive personal liability in 
surance rates for individual homes and 
apartments and farms were an- 
nounced for Missouri. The new rates be- 
came effective November 16. 

New owners’, landlords’ 
and manufacturers’ and 
rates were announced for 
California, Colorado, Delaware, 
of Columbia, Missouri, North 
and South Dakota. Revised owners’, 
landlords’ and _ tenants’ rates for Ne- 
braska, and manufacturers’ and contrac- 
rates for Idaho and Mississippi 
also announced. 

The owners’, landlords’ and tenants’ 
classifications affected by rate changes 
are those rated on an area and frontage 


also 


and tenants’ 
contractors’ 

Arkansas, 
District 


Dakota 


tors’ 
were 


basis. These include such important 
types of buildings as_ stores, hotels, 
churches, hospitals, clubs, restaurants, 


apartments and tenements, boarding or 
rooming houses, and mercantile and 
office buildings. 
New Rates Vary by Territory 

The rate changes for owners’, land- 
lords’ and tenants’ insurance vary by 
classification and rating territory and re- 
flect recent experience incurred by the 
carriers for each classification and terri- 
tory. While many rates are increased, 
others are reduced or remain unchanged. 
Premiums for this form of general lia- 
bility insurance are calculated on a fixed 
exposure basis, that is, area and front- 
tage. Therefore these premiums do not 
increase automatically to offset the ef- 
fect of increased claim which re- 
sult from inflationary conditions. The 
average cost of settling general liability 
insurance bodily injury claims country- 
wide increased 25% from 1949 to 1952 

The manufacturers’ and contractors’ 
insurance rate changes vary by 
fication and state and refiect recent ex- 
perience incurred by the carriers. Rates 
are generally reduced or remain un 
changed; for some classifications there 
are increases, however. The average 
statewide reductions in rates announced 
were made despite the general upwé ard 
trend in the cost of settling general lia 
bility insurance claims. 


costs 


classi- 





The revisions of owners’, landlords’ 
and tenants’ and of manufacturers’ and 
contractors’ rates result in statewide 
average percentage changes as follows 

0. Lc&7 M. &.( 
P or Cent Per Cent 
Change hance 
PO tre rer + 6.5 24.4 
EOMGGNIIE acs aeewees - 2.9 + 8.0 
Caleraee iar és. kk 24.2 4 
LPORES EO ess ow ii Pine 
District of ¢ ‘olumbia . 14.8 
Idaho er No Change 
Mississippi ........ No Change 
eer +-10.3 
eee St + 13.9 No ¢ h ange 
North Dakota ...... a +15.7 22.¢ 


South Dakota ........ + 6.5 22.6 


May Merge Washington 
With Merchants Indemnity 


Stockholders of the Washington As- 
surance of New York and the Merchants 
Indemnity of New York will meet on 
November 30 to vote on a proposal to 
merge the companies. 

The name of the continuing corpora- 
tion will be the Merchants Indemnity 


Corp. of New York. The proposal was 
announced by Walter F. Brady, presi- 
dent of the Merchants Fire Assurance 


The companies are wholly owned sub- 


sidiaries of the Merchants Fire. 
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Inter-Ocean’s Homecoming 
Held for 50th Anniversary 


Inter-Ocean Insurance Co. held a 
two-day homecoming _ ce lebration in 
honor of the company’s 50th anniversary 


on November 16 and 17 at the Nether- 
land Plaza Hotel in Cincinnati. Accord- 
ing to W. G. Alpaugh, president of the 
company, the affair was not a regular 


convention, but was “the company’s way 
of honoring men and women, past and 
present, who have made substantial con- 
tributions to the building of the institu- 
tion to a place of prominence and pres- 
tige in the field of voluntary personal 


yrotection. 
The program 
managing 


talks by Jolin 


Health 


included 


Hanna, director of the 





George Maniatis 
W. G. ALPAUGH 
Conference, 
director, In- 


& Accident Underw riters 


E. H. O'Connor, managing 
surance Economics Society. Alden C. 
Palmer, chairman of the board, Insur- 
ince Research and Review Service, and 
addresses by Mr. Alpaugh and other 
members of the official family. 
Inter-Ocean was founded in 1903 in 
Springfield, Ill., and moved its executive 
offices to Cincinnati in 1917. Until 1947 
the company was engaged exclusively 


in the personal accident and health busi- 
since then has developed a 
life volume. Since organi- 
company has had only three 
A. Northcott, who founded 
the company was its chief executive offi- 
cer until his death in 1917. The late 
J. W. Scherr held office from 1917 un- 
til 1945 and since that time Mr. Alpaugh 
has directed the affairs of the organi- 
zation. 


ness, but 
substantial 
vation the 
presidents. W. 





New Aiteanis Corporation 


To Handle Life, A. & H. 


Announcement has been made of the 
incorporation of the Charter Oak Life 
Insurance Co., Phoenix, Ariz., to handle 
life and health and accident policies. Al- 
fred S. Hansen is president of the new 
firm. Lee Ackerman is vice president 
and Joe L. Schmitt, Jr. secretary. All 
are Phoenix residents. 


Directors are Sharon Stanford, attor- 
ney; Mrs. Jewel W. Jordan, state audi- 
tor, and Harold D. Maryott of Miami, 


Arizona, jewelry manufacturer. 

Mr. Hanson announced the company 
formed for reinsuring the business of 
the Charter Oak Insurance Co., a mu- 
tual benefit firm which has been in busi- 
ness in Phoenix for 10 years, and for 
the purpose of establishing a legal re- 
serve company which can also do busi- 
ness outside Arizona. 


Public Regard for A.&H. 
Has Greatly Increased 


R. F. FROEHLKE GIVES FACTS 


American Mutual Alliance Told About 
Amazing Selling Job Since 1941; Must 
Accelerate Present Pace 





Robert F. Froehlke of the legal de- 
partment of Hardware Mutual Casualty 
of Stevens Point, Wis., gave facts and 
figures at the annual meeting this week 
of the American Mutual Alliance to 
prove that the public thinks well of 

& H. and Roepiiieation insurance. 
Citing figures recently published by 
the Health Insurance Council, he said 
that at the close of 1952 a total of 
91,000,000 citizens of the United States 


carried some form of hospital protec- 
tion as compared with 16,000,000. in 
1941, an increase of over 500%. At the 


end of 1952 over 73,000,000 people car- 
ried surgical protection in contrast to 
7,000,000 in 1942—an estimated increase 
of 1,000%, and in the same_ period 
those with medical expense protection 
jumped from 3,000,000 to 36,000,000 for 
a gain of 1,200%. 

“These figures indicate that our in- 
dustry is doing an amazing selling job 
and that the public feels the need 
of this type of coverage,” said Mr. 
Froehlke. However, despite this tre- 
mendous progress, a substantial num- 
ber of citizens in the United States 
“do not have any of this protection and 
some that do have inadequate cover- 
age.” Thus, the speaker urged that “we 
inetd not only continue to do the 
production job we are doing but to 
make the record even better. If we 
keep the present pace, we will have the 
vast majority of the people insured 
within the next decade. However, it 
is questionable whether we have a 
decade in which to do the job. The 
signs of the times would indicate that 
we must move even faster.” 

Some “Signs of the Times” 

Mr. Froehlke 
pressure a few 
sory disability 
states. Four 
legislation. In 


then pointed to the 
years ago for compul- 
insurance in various 
states now have such 
1953 a number of such 
bills were introduced in other states 
but none were passed. “This indicates 
that the public at this time is not de- 
manding compulsory disability insur- 
ance,” said the speaker. “Again, how- 


Continental Appoints Heth, 
Lawry as A. & H. Managers 


Continental Casualty Co. announces the 
appointments of Donald G. Heth as man- 
ager of the accident and health depart- 
ment of their Los Angeles branch office 
and Charles G. Lawry as manager of 
their Chicago accident and health branch 
office. 

During the past year Mr. Heth has 
been Continental’s West Coast superin- 
tendent of both their special risks and 
aviation and travel accident divisions. He 
has been with the company since 1949, 
his original post being manager of spe- 
cial risks for Continental’s New York 
metropolitan office. Prior to this, Mr. 
Heth has had considerable experience in 
accident and health insurance of special 
agency work for several large insurance 
firms. 

Mr. Lawry was transferred to Chicago 
from the Pittsburgh branch. 


C. O. Pauley Coordinator of 
Advanced A. & H. Course 


C. O. Pauley, retired managing director 
of the Health & Accident Underwriters 
Conference, has agreed to coordinate 
planning for the advanced A. & H. course 
authorized by the board of directors of 
the International Association of A. & H. 
Underwriters at its recent New Orleans 
meeting. 

The advanced 


course, according to 


John G. Galloway, Provident Life & Ac- 
cident, Birmingham, Ala., board chair- 
man of the International Association, 


will be designed to follow study of the 


DISC course which was introduced by 
the organization in December, 1951, at 
University of Illinois. The new course 


will probably not be put out for local 
association sponsorship, but will be given 
once a year at various strategically lo- 
cated universities. A. & H. writing com- 
panies will soon be asked to make sug- 
gestions on course content and organi- 
zation, following which the final outline 
will be adopted at a general meeting. 





ever, we should pause for thought and 
realize that the substantial number of 
bills introduced shows that the demand 
is strong for this type of insurance 
from certain elements. Thus, we have 
a continuing battle over this legislation 
facing us.” 

As to the criticism that A. & H. 
claims are not properly handled, Mr. 
Froehlke referred to a recent study by 
the New York Insurance Department 
which showed that less than one-third 
of the complaints received were direct- 


(Continued on Page 41) 
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the Almighty. 


45 JOHN STREET 





is Coat (2. Blessings 


Our Pilgrim fathers who gave America its fine 
heritage were ever thankful for their small blessings and 
made the most of them. However, in our times don’t we 
take too much for granted our many blessings? 


We should be humbly grateful for our American 
way of life and the freedom of opportunity bestowed 
upon us. In fact, we should be so happy over the rich- 
ness of life in a free country that, as Thanksgiving Day 
approaches, we should pause and offer sincere prayers to 


JAMES R. GARRETT, 


The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 








INC. 


NEW YORK 38, N. Y. 














Here are 


LIFETIME BENEFITS 


In an Accident and Sickness Policy 


@ ist Day Coverage 


@ Additional Benefits when Hos- 
pitalized 


@ 2 Months Full Benefits for Non- 
Confining Sickness 


@ No Medical Examination 
@ Visual Sales Book Aid 


Mutual Insurance Company 


Lancaster, Pa. 


Operating in Pa., Ohio, Del., Md., Va., 
W. Va.,N.C.,S.C.,Ga., Fle., Wash. D.C. 











RYDMAN SPEAKS AT ATLANTA 


H. & A. Conference Associate General 
Counsel Tells Southeastern Actuaries 
A. & H. Must Improve Product 


“The Significance of Sound and Fury” 
in accident and health insurance indus- 
try adds up to a warning that while the 
industry has made great public service 
progress, important developments must 
still be forthcoming. 

Speaking before the Southeastern Ac- 
tuaries’ Club at Atlanta, Health & Acci- 
dent Underwriters Conference Associate 
General Counsel Robert H. Rydman bor- 
rowed from Shakespeare’s Macbeth to 
Say: 

“In our business we had best take 
cognizance of the sound and fury from 
Washington ... and elsewhere continue 
to improve our product. If private insur- 
ance does not do the job—the Govern- 
ment will. 

“There are still vast numbers of older 
people uninsured. Many are leaving jobs 
and group insurance advantages every 
day.” 

Mr. Rydman said that insurance de- 
partment complaints are proportionately 
fewer than they were a few years back. 
“But we must still recognize that dis- 
satisfied customers do exist. We must 
continually improve our product and our 
methods of operation to reduct these 
numbers even further.” 

He noted that 50% of all accident and 
health complaints were likely limited to 
10 or 15 companies out of an estimated 
600 in the business. 

On the positive side, Mr. Rydman 
urged a “grass roots” educational pro- 
gram for the public. “Too many have 
improper ideas as to what they are buy- 
ing. Too many are not aware of the gen- 
erally high standards of service of most 
insurers and tend to judge the entire 
industry by the questionable practice of 
a very few companies. 

“Fierce company competition plus a 
realistic understanding of the product 
by the public will illuminate questionable 
practices and reduce the sound and fury. 


H. & A. REGIONAL MEETING 

The Health & Accident Underwriters 
Conference held a regional meeting No- 
vember 18 in Philadelphia at the Ben- 
jamin Franklin Hotel. Managing Di- 
rector John P. Hanna conducted it, 
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GEORGE W. McCAGG DIES 


Manufacturers Casualty V.P. Many 

Years in Casualty Field; Formerly 

With Royal-Liverpool Group 

George W. McCagg, 50, vice president 
and general manager of Manufacturers 
Casualty of Philadelphia, died November 
16 in Bryn Mawr Hospital after a short 
illness. He is survived by his wife, Mrs. 
Bliss Thomas McCagg, and two sons— 
George, Jr., who is with General Motors 
Co., New York, and Richard F., now in 
the armed forces. Funeral services were 
held Thursday afternoon (November 19) 
but the family requested that flowers be 
omitted, and that any of Mr. McCagg’s 
friends who desire to do so, contribute 
in his memory to cancer research. 

Born in Albia, Towa, Mr. McCagg 
spent many years with the Royal-Liver- 
pool companies, starting as an agent on 
the west coast with Eagle Indemnity. 
He rose to vice presidency and then to 
president of that company. After reor- 
ganization of the Royal-Liverpool Group 

1946, Mr. McCagg was elected execu- 
tive vice president of the Eagle-Globe- 
Royal Indemnity companies. 

Mr. McCagg joined Manufacturers 
Casualty on January 1, 1951, shortly 
after the company was acquired by the 
Transamerica Corp. of San Francisco. 
Widely known in the casualty-surety 
industry, he was a former president of 
the Casualty & Surety Club of New 
York, and a member of the Downtown 


Club in Philadelphia and Drug & Chemi- 
cal Club of New York. 


Public Regard Increased 


(Continued from Page 40) 


ed at the A. & H. companies. The 
California Department reveals, he noted, 
that the majority of its A. & H. com- 
plaints are against a small group of 
companies writing exclusively in the 
disability field. “When you consider 
that the ratio of claims to number of 
insureds is higher in this field than in 
any other; that we are dealing in an 
‘emotional field’ where the claimant’s 
health is concerned; and that this is 
a relatively new line of insurance where 
both the companies and the claimants 
are still learning about the coverages 
offered, it is my contention that the 
industry is doing more than an adequate 
job.” 
Reader’s Digest Article 


The speaker then referred to John 
Appleman’s article in the September 
“Reader’s Digest,” saying that articles of 
this type do a tremendous amount of 
damage to A. & H. companies and the 
insurance industry. He brought out: 
“Regardless of how unfair and untrue 
his statements are (such as ‘the big 
print gives it to you and the little print 
takes it away’) a considerable number 
of people read such articles and unfor- 
tunately believe them. Therefore, when 
they have a claim the chip is on the 
shoulder and we have got to show 
them. We can’t rest on our laurels— 
improvement is necessary. 


Wolverton’s Congressional Hearings 


Speaking of the recent Congressional 
committee hearings conducted by Rep- 
resentative Wolverton in Washington, 
the speaker remarked: 

“This investigation was reportedly 
begun because of an aroused public 
expressing itself about the heavy finan- 
cial burden of illness, particularly the 
serious or prolonged variety. The pres- 
ent national administration is appar- 
ently seriously considering pushing for 
some form of social legislation. If the 
decision is made for this type of legis- 
lation, it will probably be in the health 
insurance field. The thought being that 
to merely ‘improve’ on any federal 
legislation, such as social security, is 





a ‘me too’ approach and not sufficiently 
positive. Those in the administration 
that are favoring the more positive 
approach feel that the citizens do not 
consider themselves adequately pro- 
tected today from major expenses 
resulting from illness. The recent con- 
gressional and gubernatorial elections 
have not eased this pressure. 

“The committee will meet again in 
January. It appears that the insurance 
industry would do well to concentrate 
its activity in the extended medical 
expense field. The public ‘says’ it wants 
the insurance and the Federal govern- 
ment is always in the wings awaiting 
its cue.” 


Comments on Mrs. Hobby’s AMA Talk 


Mr. Froehlke then responded to the 
statement made by Mrs. Hobby in a 
recent talk before the American Hos- 
pital Association when she said that 
“the catastrophical medical expense 
problem is acute among the middle 
income families.” He does not believe 
that such families would be willing to 
turn to socialized medicine. However, 
he added: “The financial facts of life 
do bear out that our big problem is not 
with the very wealthy, who can stand 
a catastrophic expense, or with the very 
poor who can rely on a charitable 
government to pay a catastrophic ex- 
pense, but with the middle income 





family who must meet the catastrophe 
by itself. The middle income family 
cannot budget for this type of expense 
nor can it rely on charity. Some 689,- 
000 citizens were protected with a 
major medical policy on January 1, 
1953. Again, this is a creditable show- 
ing when one realizes this is a relatively 
new coverage. However, it is an ex- 
tremely disappointing showing when 
one realizes the number of people who 
desire and need this coverage.” 
Critical of Industry’s Sales Approach 


Directing attention to the industry’s 
sales approach, the speaker said that it 
has been one of the causes of the 


_present lack of complete acceptance of 


extended medical insurance. He ex- 
plained: “The industry started insuring 
the public for expenses which could 
and should have been paid for by indi- 
vidual budgeting. As a result, the pub- 
lic at this time is not willing to have 
its ‘nickel and dime’ medical expenses 
paid out of pocket. On this basis, the 
insurance companies are not in the 
insurance business, but rather in_ the 
banking business. It is now our obliga- 
tion to sell the public on insuring only 
major medical expenses and budgeting 
for the minor expenses. 

“In this connection we must all be 
aware of the fact that it is going to 
be difficult to convince some _ policy- 








WHY 


AGENTS REPRESENT 


Amico. 


COMPLETE UNDERWRITING FACILITIES 


DISTRICT AGENCY SUPERVISOR 





BOILER INSPECTION ENGINEER 


American Motorists Insurance Company is a participating com- 
pany writing all forms of insurance, except life insurance and 
annuities, through carefully selected agents from coast to coast. 
These agents are served by trained fieldmen— district agency 
supervisors. Their policyholders are served by corps of boiler 
engineers, safety engineers, 92 claim service offices and hundreds 
of claim representatives countrywide. 
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holders who have insured their em- 
ployes under a group policy that they 
should alter their present concept of 
accident and health insurance. Many 
employers are going to resist any 
change in the group contract because 
it means reopening labor negotiations, 
convincing the employes that the new 
contract is better, and a number of 
other ramifications peculiar to the 
employer-employe relationship. How- 
ever, the selling job must still be done. 

“My company is vitally concerned 
with the public’s reaction to insuring 
only ‘insurable’ expenses. We have re- 
cently conducted a survey among the 
middle class public in a riumber of 
communities in the country. This sur- 
vey indicated that a substantial majority 
of this group feels the need of extended 
medical expense insurance. Much to 
our surprise, the results further indi- 
cated that, if a choice between broader 
coverage and payment of minor ex- 
penses must be made, the choice would 
be for broader coverage. The survey 
proved to our satisfaction that the 
public, not only prefers, but insists 
upon insurance for major medical ex- 
penses. Our only choice is—who is the 
insurer? The government or the insur- 
ance industry. Apparently it is that 
simple!” 

Before closing Mr. Froehlke paid his 
respects to the Health Insurance Coun- 
cil whose scope of activity runs from 
uniform hospital admission plans to 
working with medical societies on full 


payment insurance plans. “Many of 
its programs have met with outstand- 
ing success,” he remarked. “One of 


the extremely important by-products of 
council activity is that in the process 
of working with these groups there is 
an interchange of ideas and both sides 
better understand the other’s problems. 
The insurance industry has acquired 
many good friends as a result of these 
associations with the medical and 
hospital people.” 

e was glad to give recognition to 
the American Mutual Alliance for its 
early acceptance of the need for the 
Health Insurance Council and pointed 
out that “through its formulative years 
two chairmen have come from the 
Alliance and Alice M. Chellberg of the 
Alliance staff has been its secretary 
from the start. He urged that the 
Alliance should be a major contributor 
to the financial support of the council 


Tom Callahan Addresses 
Indiana A. & H. Assn. 


In addressing the meeting of the Indi- 
ana Association of A. & H. Underwriters 
in Indianapolis November 9, Tom Calla- 
han, Time Insurance, Milw: wukee, and 
president, International A. & H. Asso- 
ciation, said that having connections in 
big corporations is not necessary to 
writing a large volume of keyman 
A. &. H. 

“One person in 40 is a business pro- 
prietor,” he reported, “and the vast 
majority of businesses are very small- 
four or fewer people. In other words, 
prospects are all around you, right 
among the people you are selling every 
day; and the small business needs pro- 
tection even more than the large.” 

With a 52% corporation tax rate 
Mr. Callahan pointed out, few businesses 
can build reserves sufficient to fulfill 
their moral and sometimes legal obliga- 
tion to continue some pay to the keyman 
who is disabled. “The capacity of the 
individual to build his own reserve is 
even less,” he continued. “Government 
statistics show that the average person 
winds up the year $200 in debt. How, 
then, can he afford to be disabled.” 

Special guests at the meeting were 
Claude Jones, general agent, Connecticut 
Mutual, Indianapolis, trustee of NALU; 
and Leon Lawhead, general agent, Na- 
tional Life of Vermont, Indianapolis, 
president of the Indianapolis Association 
of Life Underwriters. 

Mr. Callahan also announced that the 
goal of the International Association this 
year is a 30% increase in membershi; 
and an increase from 17 state associ 
tions to 30. 
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Eternal Vigilance Price 
Of Adequate Program 
TO MEET CHANGING CONDITIONS 
Vv. S. Brennan, Insurance Manager, 
United Gas Corp., Gives AMA Meeting 
Ideas on Keeping Up to Date 


Eternal vigilance is the price of safety 


in insurance administration, V. S. Bren- 
nan, insurance manager, United Gas 
Corporation, Shreveport, La. warned 


corporate insurance managers at the con- 
cluding session of the two-day national 
insurance conference sponsored by the 
American Management Association. 

Mr. Brennan cautioned against “any 
reference to or assumption of an estab- 
lished insurance program.” During his 
approximately 20 years of association 
with United Gas’s insurance program, 
he said, “there never seems to have been 
a slack period when we did not have 
under way some more or less important 
change in our insurance set-up in one 
form of coverage or another. 

“Changing times, conditions, insurance 
markets, availability of insurance con- 
tracts, the increasingly rapid tempo of 
the flow of the fruits of industry, all 
demand,” Mr. Brennan declared, “that 
we be ever on the alert for situations in 
our own insurance set-up that should be 


scrutinized closely and _ investigated 
carefully with a view to changing or 
modernizing them. We cannot intelli- 


gently work toward maintaining an up- 
to-date insurance program unless we 
keep abreast of developments within our 
business.” 


Must Work Closely With Other 


Departments 


To keep abreast, Mr. Brennan urged, 
the insurance manager must maintain 
“the closest sort of working arrangement 
with other departments. . .” The United 
Gas insurance department reviews all 


construction contracts, gas sales, and 
gas purchase contracts that have un- 
usual requirements or hold harmless 


agreements. It receives weekly reports 
from the engineering department as to 
the progress of construction work and 
from the accounting department as to 
quantities and prices of gasoline and 
other inventory products. The general 
office engineering department helps the 
insurance staff keep its records current 
as to insurable values, changes in exist- 
ing plants and facilities, fire protection, 
and the disposition of plant properties 
moved or sold. 

The insurance department receives re- 
ports of all accidents involving damage 
to company property or the property of 
others or personal injuries to employes 
or the public. In handling lawsuits that 
involve insurance coverage, the law and 
insurance departments are in close con- 
tact. The insurance department works as 
a segment of the employe relations de- 
partment, particularly in connection with 
the company’s group life insurance, hos 
pitalization, and retirement plans. 

To keep up with what is going on in 
the insurance field, Mr. Brennan sug- 
gested professional and trade associa- 
tions, insurance’ publications, books, 
magazines, journals, and services. “Study 
losses suffered by other companies, he 
recommended; get all possible informa- 
tion on claims facing other firms in 
the same kind of business so that you 
can analyze your own coverage, recog- 
nize overlooked risks, and plug loopholes 
in coverage.” 


Personal Contact With Agents, Brokers, 
Companies 


And, he urged, maintain a close per 
sonal contact with .insurance agents, 
brokers, and insurance company repre- 
sentatives. Mr. Brennan said he main- 
tains the policy of granting “any insur 
ance agent, broker or company repre- 
sentative desiring an audience with me 
ample opportunity to display his wares 
through the medium of a personal in- 


terview. No matter how diligent you or | 
may be in working out the ideal answer 
to a coverage problem, remember that 








Lack of Understanding 
Underwriters’ Weakness 


INSURANCE MANAGER TELLS AMA 


Herbert T. Blood, Sylvania Electric 
Prod., Says Only Solution Is Forthright 
Communication Between Buyer and 
Underwriter 


Insurance underwriters’ lack of under- 
standing of the specific problems of the 
companies they insure is the most serious 
weakness of the insurance business to- 
day, Herbert T. Blood, manager of insur- 
ance, Sylvania Electric Products, Inc., 
New York, declared. Mr. Blood spoke at 
the Drake Hotel in Chicago to corporate 
insurance managers attending a national 
two-day insurance conference sponsored 
by the American Management Associa- 
tion. 

The increasing demand for multip!e- 
line coverage has caused the insurance 
industry to review standard forms, rede- 
fine risks and coverages, and broaden 
contracts “in recognition of the fact that 
insurance as such cannot be the tail 
that wags the dog insofar as industry 
operations are concerned.” But, Mr. 
Blood said, there is still much more to 
be done in terms of providing special 





there may be somebody else in this busi- 
ness that hag, a little better answer, 
gleaned, perlps, through intimate and 
close connection with some claim the 
very occurrence of which would not 
reasonably be known to us.” 

When negotiating insurance coverages, 
Mr. Brennan suggested, “If you don’t 
see what you want, ask for it.” If stand- 
ard forms of policies and standard forms 
of endorsements don’t exactly fit’ the 
need, tell the agent, broker, or carrier 
exactly what you want; if you are told 
you can’t have it, then do a little more 
looking around. 

“Generally your insurance carrier will 
go along with you to the utmost extent 
possible as they know that facing the 
problem at the time of issuance of the 
contract is far better than lack of cover- 
age and resultant unpleasant relation- 
ship when the claim arises.” 

To maintain a coordinated and success- 
ful insurance program, Mr. Brennan de- 
clared, “your management must be sold 
on the importance of setting up and 
maintaining such an insurance program. 
Your management, and by that I mean 
your immediate superior, your operating 
superintendents, and the line organiza- 
tion right on up to the very top man- 
agement must recognize the importance 
of insurance in your set-up and must 
recognize your function as insurance ad- 
ministrator in your organization as a 
most important cog in the machinery of 
your business. Until you sell your 
management on the importance of your 
function as insurance administrator, on 
the importance of the right kind of cov- 
erage with the right kind of carrier over 
the importance of saving very few pre 
mium dollars, you simply haven’t done 
your job.” 


Casualty Accountants Meet 

The annual meeting of the Association 
of Casualty Accountants & Statisticians 
will be held on Monday, December 14, in 
the Hotel Statler, New York City. In 
addition to the election of officers and 
the appointment of committees for the 
coming year, many of the problems now 
confronting the industry will appear on 
the agenda. 

The association is proving an invalu- 
able aid to both fire and casualty stock 
insurance companies in attempting to 
solve some of their common accounting 
and statistical problems. 





solutions for individual problems. 

“Too often the insuring companies 
understand too little in their underwrit- 
ing departments about the specific prob- 
lems and their importance to the indus- 
try requesting the insurance. In many 
instances underwriters have little first 
hand knowledge of their own about the 
business world outside their insurance 
office.” The only solution, according to 
Mr. Blood, is “close liaison and sincere 
and forthright communication between 
buyer and underwriter.” 


Need for Complete Information 


No insurer, he pointed out, can pro- 
vide proper coverage if the buyer fails 
to make his needs clear and if he fails 
to give the underwriter all the informa- 
tion required for risk evaluation and 
rate making. “Any buyer who fails to 
cooperate wholeheartedly in this respect 
suffers some mental myopia. Incomplete 
underwriting information usually leads 
to higher rates, not lower, and to more 
restrictive rather than broader coverage. 
Any rate promulgated on the basis of 
incorrect or incomplete informatign will 
only be subject to a later adjustment as 
the loss record accumulates.” 

The underwriter also has an obligation 
to supply full information to the buyer, 
Mr. Blood said. The buyer should know 
how the underwriter determines the pre- 
mium to be charged, the rating formula, 
the cost factors in it, and the reasons 
for the applications of these factors to 
the formula.. 

“It used to be said,” according to Mr. 
Blood, “that no single buyer could know 
enough about the insurance business to 
dare to embroil himself in this type of 
detail. In my opinion this is a lame 
excuse for the buyer to avoid the most 
important part of his work. It is true 
that he does not need to know all of 
the rating formulas that may apply in 
all of the coverages to all business in 
general, but he must know the applica- 
tion of these formulas to the coverages 
he is purchasing for his own organi- 
zation.” 

Information that should be supplied 
varies with the type of insurance. For 
example, in fire and use and occupancy 
insurance, the buyer should supply proper 
addresses of all locations, accurate valu- 
ations, occupancy, type of construction, 
and fire prevention facilities. All valua- 
tions within the company should be on 
the same basis. Similarly, casualty cov- 
erage, group insurance, and other types 
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ARE PROTECTING THEMSELVES 
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172% Over 1951 
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Donovan Chairman Ins. Law 
Committee, N. Y. City Bar 


James B. Donovan of Watters & 
Donovan, has been reappointed chairman 
of the committee on insurance law of 
the Association of the Bar of the City 
of New York for the coming year. An- 
nouncement of his reappointment has 
been made by Bethuel Webster, presi- 
dent of the association. 

Members of the committee include: 
John M. Aherne, James J. Beha, Ed- 
mund T. Delaney, Harry A. Gair, George 
I. Gross, Robert H. Kilroe, Robert M. 
Loeffler, Earl S. MacArthur, Denis B. 
Maduro, John F. McAlevey, Alfred B. 
Nathan, John F. Neville, Francis Van 
Orman, George E. Walton and George 
B. Wesley. 


have their own information requirements. 

When the buyer has gathered all the 
necessary information, he is ready to 
begin placing the insurance. Particularly 
in the case of a new risk, Mr. Blood 
suggested, he may wish to submit his 
specifications and underwriting data to 
several competing companies for _ bid- 
ding. If excessive’ values or limits are 
not a problem, and if tailor-made cover- 
age is not required, competitive bidding, 
properly controlled by the buyer with 
complete protection of the bidding com- 
pany’s information, may well result in 
the best coverage at the lowest cost. 

Competitive bidding also may be of 
value, Mr. Blood said in reviewing insur- 
ance that has been maintained in one 
company for many years without having 
been properly investigated on previous 
renewal. Competition that does not de- 
viate from good ethics can stimulate 
imagination in solving the buyer’s insur- 
ance problem and it will bring the buyer 
up to date on his own organization’s pro- 
cedures and changes in the insurance in- 
dustry. However, Mr. Blood warned, more 
competitive bidding may not be a solu- 
tion to all the buyer’s problems and even 
may be the beginning of still more seri- 
ous ones. In coverage involving large 
values or high limits, and certainly in 
cases involving tailor-made insurance, 
the limitations of the market may make 
competitive bidding an obstacle to fulfill- 
ment of the buyer’s needs. “If competitive 
bidding becomes the buying habit of the 
insured, on the basis that the purchase 
of insurance is no different from the 
purchase of stationery, rubber bands, and 
paper clips, then such competitive bid- 
ding is insidious. Its effect is to com- 
plicate the insurance company’s reinsur- 
ance placement, which conceivably could 
ruin the market for more serious buyers. 
The buyer who insists on this sort of 
competition ruins his own market as well 
and mav find himself self-insured or un- 
insured.” 

In no case, Mr. Blood insisted, should 
the buyer entertain the idea of competi- 
tive bidding without understanding fully 
what he hopes to gain and without main- 
taining full control of his own manage- 
ment during the bidding period to see 
that latecomers are not suddenly injected 
into the bidding situation. And he should 
have sufficient authority to make an in- 
telligent and fair choice of insurer. 

Whether or not competitive bidding is 
used, Mr. Blood said, the buyer must do 
much more than simply place his prob- 
lem in the hands of a broker. If excess 
or reinsurance is used, the insured must 
work with the primary underwriter to 
see that these contracts follow the terms, 
conditions, and settlements of the pri- 
mary coverage. In the case of excess in- 
surance, the insured must be allowed to 
have specific insurance by the terms of 
his primary contract. 

Key to the whole process of policy 
negotiation and renegotiation, according 
to Mr. Blood is ethics. “Close liaison and 
collaboration between buyer, broker, and 
insurance company is essential for the 
building of a fine insurance program, 
and this close liaison in itself requires 
that all parties involved observe sound 
business ethics. If the insurance buying 
and selling business is to maintain the 
status of a profession, it must be con- 
ducted in the manner of a profession.” 
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“Unforeseen events ... need not change and shape the course of man’s affairs” 
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Courtesy of The American Museum of Natural History 


He blows up on purpose 


That’s his protection against danger. But boilers aren’t blowfish. There’s always 
danger a boiler may blow up. Safety devices can fail. Humans err. Without warning 
— BOOM! An explosion wrecks, maims, kills. 
It could happen to you. A single qplosion, can ruin you and your business. . . unless 
you’re protected by proper insurance. Boilers should certainly be protected 





with all possible safety devices, and inspected regularly. But, always guarantee 
your financial safety with the full coverage of a Maryland Boiler Policy. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


A Maryland Boiler Policy is only one of many forms of Maryland protection for business, industry ail the home. Casualty 
Insurance, Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement designed to help Maryland agents and brokers 
sell more Maryland Boiler Policies. 
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to be thankful for 


For extra helpings of profits and client satisfaction, turn to 
Mutual of Omaha Group. These are the Group plans that 


provide maximum coverage at low net cost. 


MODERN! Mutual of Omaha’s Group coverages are written 
for TODAY’s higher costs of sickness, accident and hospitaliza- 
tion. You by-pass client dissatisfaction when you provide these 


group coverages that MEET THE EMPLOYEE’S NEED. 


FOCUSED! Mutual of Omaha specializes in health and acci- 
dent, hospital, surgical, and associated risks. As a result of its 
extensive knowledge and long experience in this field, it has the 


plans and the service you and your clients want. 


PLENTY OF SERVICE! Full facilities and service of 
Mutual of Omaha’s Group Field Offices are yours. Field repre- 
tatives provide specialized underwriting. They will help you sell 
and will do the servicing. Field Offices provide really fast, 
efficient, PERSONAL claim service. 


STRENGTH! No other company comes near Mutual of 
Omaha for specialized health and accident experience. Mutual 
of Omaha is the world’s largest exclusive health and accident 
company. Besides its group policyowners, it has more than 
TWO MILLION individual policyowners. It has paid more 
than $500,000,000 in benefits. 


PROFITABLE! Mutual of Omaha’s Group Division works 
with and through brokers. Field representatives are salaried . . . 
give service to the extent that you want. The entire commission 
is paid to the “Broker of Record.” Continuous renewals. 


MODERN GROUP COVERAGE 


HEALTH & ACCIDENT... HOSPITALIZATION 
SURGICAL .. .Associated RISKS 
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OF OMAHA <= 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 


The Largest Exclusive Health and Accident Company in the World 
HOME OFFICE: OMAHA, NEBR. @ CANADIAN HEAD OFFICE: TORONTO 


V. J. SKUTT, President 
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Division, Mutual of Omaha 
= Omaha, Nebraska 
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